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give  them  20  per  cent  more  and  it  won't  hurt  a  bit 


Relief  from  pain  isstrongerandswifterwithVeganin  because 
it  contains  20  per  cent  more  codeine  than  Tab. Codeine 
Co.  Inclusion  of  aspirin  and  paracetamol, with  no  phenacetin 
in  the  formulation,  provides  an  analgesic  tablet  you  can 
confidently  recommend. 

Veganin 

Each  tablet  contains: 

aspirin  250  mg.,  paracetamol  250  mg.,  codeine  phosphate  9.58  mg. 
Full  information  is  available  on  request 

William  R.  Warner  &  Co.  Ltd.,  Eastleigh,  Hampshire.  Telephone:  Eastleigh  3131. 

B  a  chemist  only  product 
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2p  off  standard  size,  4p  off  economy  size,  (across  the  whole  range). 
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Australians  fight 
for  analgesics 
sales  restriction 

"The  deplorable  de-restriction  of  an  analgesic"  is  the  way 
a  recent  editorial  in  The  Australian  Journal  of  Pharmacy 
describes  a  move  by  Reckitt  &  Colman  Ltd  to  cease  their 
"chemist-only"  distribution  policy  in  Australia  for  Disprin 
and  six  other  products  including  Steradent  and  Dettol. 
For   some    years    Reckitt  & 


some 

Colman  persisted  with  a  phar- 
macy-only policy  for  the  pro- 
ducts, but  following  the  out- 
lawing of  resale  price  mainten- 
ance by  the  Restrictive  Trade 
Practices  Act  (which  in 
Australia  does  not  exempt  pro- 
prietary medicines)  the  com- 
pany has  succumbed  to  pres- 
sure from  supermarkets. 

Australian  pharmacists'  reac- 
tions are  said  to  be  those  of 
disgust.  The  decision  it  is  said 
will  jeopardise  $A2m  of  the 
gross  profit  of  national  phar- 
macy. Disprin  is  the  biggest 
selling  proprietary  in  Australian 
pharmacy. 

Aspirin  sales 

Occurring  at  the  same  time  is 
a  campaign  by  the  Pharmacy 
Guild  of  Australia  and  the 
Pharmaceutical  Association  of 
Australia  and  New  Zealand  to 
restrict  the  sale  of  aspirin  to 
pharmacies. 

They  have  told  Sir  Kenneth 
Anderson,  Federal  Minister  of 
Health,  that  they  would  like 
to  see: 

□  A  maximum  of  20-25  tablets 
in  any  single  pack  of  common 
analgesics. 

□  Analgesics  to  be  listed  under 
Section  Three  of  the  Poison 
Act,  which  means  that  only  a 
pharmacist,  not  his  assistants, 
can  sell  the  drugs. 

□  A  severe  restriction  in 
advertising. 

□  Compulsory  storage  of  the 
drugs  out  of  public  view  in 
pharmacies. 

It  is  reported  that  8  per  cent 
of  Australian  males  and  15  per 
cent  of  females  ingest  aspirin 
daily  and  that  regular  aspirin- 
takers  among  women  consume 
2|  powders  or  tablets  each  day. 

While  62  per  cent  of  people 
take  aspirin  for  "fairly  legiti- 
mate reasons"  such  as  headache 
or  joint  pains,  31  per  cent  take 
the  drug  for  such  reasons  as 
"nerves",  "tension",  "out  of 
habit"  and  "to  cope  with  the 
family". 

Professor  Jack  Thomas,  of 
the  Department  of  Pharmacy 
at  Sydney  University,  said  that 
aspirin,  which  had  been  avail- 
able for  nearly  a  century,  had 
been    responsible    for  more 


therapeutic  deaths  than  any 
other  drug  used  by  the  public. 

"Pharmacy  is  the  only  outlet 
that  can  control  the  distribution 
of  pharmaceuticals,"  Professor 
Thomas  said. 

UCA  secretary 
progressing 

After  an  initial  period  of  an- 
xiety in  C.  S.  Ritchie,  secretary 
Ulster  Chemists  Association  is 
making  progress. 

In  spite  of  a  number  of 
stitches  in  the  hip,  he  has  man- 
aged to  walk  a  little,  although 
in  his  own  words  he  "is  not 
yet  breaking  any  Olympic 
records". 

Mr  Ritchie  is  expected  to 
remain  in  hospital  for  a  while. 

British  members 
re-elected 

Two  British  members  of  the 
executive  of  the  International 
Pharmaceutical  Students' 
Federation  have  been  re-elected 
for  a  second  term  of  office. 

They  are  Miss  Veronica 
Davis,  MPS,  president,  and  Mr 
Peter  Sharott,  MPS,  general 
secretary. 

The  election  took  place  at 
the  recent  IPSF  congress  in 
Israel. 

'Entero  Vioform 
not  neurotoxic' 

Chronic  treatment  with  Entero- 
Vioform  in  animals  did  not 
produce  any  morphological 
changes  in  the  central  and 
peripheral  nervous  system, 
according  to  CIBA-Geigy  Ltd 
workers'  writing  in  last  week's 
Lancet. 

Experiments  in  the  CIBA- 
Geigy  laboratories  furnished 
no  evidence  that  clioquinol  is 
neurotoxic,  which  conflicts  with 
earlier  evidence  particularly  in 
Japan  that  the  drug  was  asso- 
ciated with  a  syndrome  known 
as  subacute  myelo-optic  neuro- 
pathy. 

Several  animal  species  were 
used  for  the  tests.  Rats,  for 


Mr  Karl  Stremming,  managing  director  of  Dr  Schiefter-lnter- 
national,  Cologne,  speaking  at  the  sales  conterence  in 
Leamington  Spa  last  week  during  which  the  re-launch 
programme  and  new  marketing  strategy  for  Biovital  were 
announced  (see  p  338).  Seated  on  his  left  is  Mr  Gordon 
Souter,  managing  director  of  Radiol  Chemicals  Ltd,  the  UK 
distributors  of  Biovital 


instance,  were  given  oral  doses 
up  to  lOOOmg/kg  daily  and 
cats  up  to  300mg/kg  daily  for 
90  days  with  no  evidence  of 
optic  nerve  damage  being 
detected. 

Distribution  and  excretion 
studies  in  beagles  using  "car- 
bon labelled  clioquinol  revealed 
neither  any  affinity  of  the  drug 
for  particular  tissues  nor  any 
tendency  for  it  or  its  metabo- 
lites to  accumulate. 

After  single  and  repeated 
doses  of  30mg/kg  daily  24 
hours  later  the  concentrations 
in  various  parts  of  the  central 
and  peripheral  nervous  system 
were  below  the  level  of  detect- 
ability. 

Heaton  move  into 
free-film  D&P 

Wallace  Heaton.  the  Bond 
Street  photographic  dealers 
taken  over  by  Dixon  Photo- 
graphic earlier  this  year,  are 
the  latest  entrants  to  the  "free 
film"  developing  and  printing 
field. 

Heaton's  green  door-to-door 
envelope  has  a  "professional" 
appearance  missing  from  many 
of  its  competitors,  and  offers 
users  of  the  service  a  free 
Kodacolour  film. 

The  Association  of  Photo- 
graphic Laboratories  has  esti- 
mated that  just  over  a  fifth  of 
D&P  business  is  now  being 
done  by  the  "free  film"  pro- 
cessors. However,  there  are 
signs  that  the  competition  is 
becoming  more  intense  between 
those  in  the  field  each  trying 
to  attract  their  share  of  the 
existing  business. 


Heavy  bookings 
for  Scottish 
conference 

Provisional  bookings  for  the 
Conference  of  Scottish  Pharma- 
cists to  be  held  at  Aviemore, 
October  21-22  have  been  "very 
heavy"  and  it  has  been  neces- 
sary to  arrange  for  additional 
accommodation  in  another 
hotel  in  the  Aviemore  Centre. 
To  avoid  disappointment,  the 
Pharmaceutical  Society  advise 
members  wishing  to  attend  to 
make  reservations  at  once.  Book- 
ing forms  are  available  from  the 
Resident  Secretary,  36  York 
Place,  Edinburgh  EH1  3HU. 

At  the  morning  session  on 
October  22  9.30am,  E.  M. 
Dalglish,  Assistant  Chief  Con- 
stable, Glasgow  Police  and  Dr 
F.  Fish,  Reader  in  pharma- 
cognosy and  forensic  science, 
Strathclyde  University  are  to 
speak  on  the  Misuse  of  Drugs. 

In  the  afternoon  session  Dr 
W.  R.  L.  Brown,  chief  phar- 
macist, St  Bartholomew's  Hos- 
pital, London,  and  president 
Guild  of  Hospital  Pharmacists 
is  giving  the  first  Macmorran 
Lecture — "The  hospital  phar- 
macist as  an  applied  scientist". 

The  conference  fee,  includ- 
ing dinner  on  Saturday,  accom- 
modation Saturday  night, 
breakfast,  lunch  and  tea  on 
Sunday  is  £7-25  for  those  shar- 
ing a  twin  bedded  room  and 
£7  75  for  persons  wishing  to 
occupy  a  twin  bedded  room  as 
single.  Tickets  for  Sunday  only 
— including  conference,  lunch 
and  afternoon  tea  £2-50. 
Cheques  to  the  Pharmaceutical 
Society,  Scottish  Department. 
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Over  720  book 
for  Keele 
Conference 

Application   forms   are   still   being   received   by   the  local 
organisers  of  the  British  Pharmaceutical  Conference,  and  the 
final  attendance  figure  is  likely  to  be  around  750 — more  than 
the  committee  had  originally  hoped  for. 
Mr    Peter    Taylor,    the  local 


secretary,  confirmed  that  724 
had  already  booked  and  once 
again  the  Conference  is  to  be 
an  international  affair.  Recent 
applications  had  been  received 
from  America,  Australia,  and 
Germany. 

He  appeals  to  the  members 
who  are  arriving  by  air  or 
train  and  require  transport  to 
the  halls  of  residence  etc,  to 
inform  him  of  the  place  and 
time  of  arrival.  He  felt  that  a 
number  of  postcards  requesting 
this  information  had  been 
overlooked  by  C  o  n  f  e  rence 
members  and  he  wants  to  en- 
sure that  all  the  required 
arrangements  are  put  in  hand. 

For  those  who  might  require 
to  be  contacted  during  the 
Conference  the  telephone  num- 
ber of  the  Conference  office 
has  now  been  allocated  and  is 
Keele  Park  371. 

Sale  or  return 
goods:  notice 
explains  the  law 

The  Customs  and  Excise 
Notice  (No.  77  SOR)  issued 
this  week  explains  the  require- 
ments of  the  Purchase  Tax 
(Terminal  Provisions)  Regula- 
tions 1972  (Statutory  Instru- 
ment 1972  No.  1146)  regarding 
sale  or  return  or  similar 
arrangements,  and  to  assist 
traders  (whether  supplying  or 
receiving  goods  under  such 
arrangements)  in  carrying  out 
their  purchase  tax  obligations 
during  the  transition  from  pur- 
chase tax  to  value-added  tax. 

As  previously  reported  (C&D 
August  19,  p  253),  under  the 
Regulations,  which  come  into 
force  on  October  1,  traders 
who  have  in  their  possession 
between  that  date  and  March 
31.  1973  goods  subject  to  pur- 
chase tax  and  supplied  under 
sale  or  return  arrangements 
must  keep  and  preserve  for  two 
years  certain  records  of  the 
goods  and  furnish  periodical 
statements  to  their  suppliers  of 
those  which  remain  in  their 
possession  and  those  which 
they  have  purchased. 

Footnote:  The  National 
Pharmaceutical  union  are  of  the 
opinion  that  this  method  is 
scarcely  relevant  to  retail  phar- 
macists. Comment:   p. 343. 


Insurance  for 
part-timers 

Part-time  shop  assistants, 
cleaners  and  Saturday  workers 
are  among  the  people  who 
could  benefit  from  new  Regu- 
lations which  increase  from  £5 
to  £6  a  week  the  amount 
employees  will  be  able  to  earn 
before  having  to  pay  Class  1 
flat-rate  national  insurance 
contributions. 

The  industrial  injuries  con- 
tribution will,  however,  still  be 
payable.  The  regulations  come 
into  force  from  October  2, 
1972. 

The  Department  of  Health 
and  Social  Security  believe  that 
employers  will  no  longer  have 
to  pay  national  insurance  con- 
tributions for  workers  earning 
£6  a  week  or  less  it  should  be 
easier  for  part-timers  to  find 
work.  The  rule  will  also  help 
those  whose  earnings  are  limi- 
ted because  of  a  physical  or 
mental  handicap. 

Leaflet  NI195,  obtainable 
from  Social  Security  offices  and 
main  Post  Offices,  gives  details 
of  this  and  other  changes  in 
national  insurance  contribu- 
tions from  the  week  beginning 
October  2. 

The  National  Insurance  and 
Industrial  Injuries  (Classifica- 
tion and  Collection  of  Contri- 
butions) Amendment  Regula- 
tions 1972  (HM  Stationery 
Office,  price  £0  03). 


New  NHI  rates 

New  rates  of  weekly  and 
monthly  graduated  national 
insurance  contributions  come 
into  force  on  October  2. 

The  rate  of  graduated  con- 
tributions payable  on  earnings 
between  £18  and  £42  a  week 
will  be  increased  from  4-35 
per  cent  to  4-75  per  cent,  and 
contributions  of  4-75  per  cent 
will  also  become  payable  on 
earnings  between  £42  and  £48. 

Copies  of  the  new  tables 
have  been  sent  to  employers. 
The  National  Insurance  (As- 
sessment of  Graduated  Contri- 
butions) Amendment  (No.  2) 
Regulations  1972.  (HM  Station- 
ery Office,  price  £0-08). 


From  a  field  of  some  150  competitors,  outright  winner  of  the 
International  Veteran's  Cross  Country  race  which  was  held  near 
Chingford  on  August  23,  was  Bill  Stoddart  of  Gourock,  Ren- 
frewshire. The  event,  like  the  two  day  International  Veteran's 
Athletic  meeting  which  it  preceded,  was  sponsored  by  Nutra- 
ment,  a  product  of  Bristol-Myers.  In  the  photograph  Bill 
Stoddart  receives  the  Nutrament  trophy  from  patron  of  the 
meeting  Col  Sir  Stuart  Mallison. 


French  talcum 
powder  scare 

An  incorrect  proportion  of 
hexachlorophane  in  a  French 
talcum  powder  is  alleged  to 
have  been  the  cause  of  the 
death  of  over  20  babies  in 
France.  Some  samples  already 
tested  have  revealed  a  content 
as  high  as  six  per  cent.  (The 
use  of  baby  powders  contain- 
ing only  about  0-2-0-25  per 
cent  hexachlorophane  was 
restricted  in  this  country  in 
February.) 

At  the  beginning  of  the 
week  regular  warnings  about 
the  powder,  known  as  Bebe, 
were  put  out  over  French  radio 
and  television.  Health  officials 
there  gave  an  assurance  that 
the  product  has  never  been 
sold  abroad. 

The  powder  is  manufactured 
by  Morhange  Cosmetics  at 
Meaux,  near  Paris.  It  has  been 
on  the  market  for  nearly  15 
years. 

Several  of  the  babies  died 
from  encephalitis  and  proceed- 
ings have  been  started  against 
the  manufacturers. 

Police  and  public  health 
officials  were  ordered  to  seize 
all  talcum  powder  products 
made  by  the  company  and 
pharmacies,  supermarkets  and 
homes  were  searched. 

'  Chemists  are 
so  popu\ar' 

Pharmacists  provide  even  more 
medical  care  than  general 
practitioners  maintains  Mr  F. 
Honigsbaum  in  a  controversial 
paper  published  in  the  August 
Journal  of  the  Royal  College 
of  General  Practitioners. 
Criticising  the  quality  of  care 
provided    by    general  practi- 


tioners Mr  Honigsbaum  asks: 
"Is  this  why  chemists  are  so 
popular  in  Britain?"  For  every 
patient  who  takes  his  complaint 
to  the  doctor  more  than  two 
treat  themselves  with  medicine 
from  the  pharmacy. 

He  claims  that  Britain  now 
ranks  eighth,  by  all  the  most 
sensitive  indicators,"  in  the 
world  health  league  and  falls 
to  18th  place  in  the  life  ex- 
pectancy for  males.  Bad  medi- 
cine the  author  contends  is 
costly,  means  shorter  working 
lives,  excessive  absenteeism,  un- 
necessary prescriptions  and 
much  else. 

Other  evidence  of  medical 
neglect  emerges  from  the  phar- 
maceutical world  he  says. 
"Pharmacists  frequently  com- 
plain of  patients  not  warned 
about  the  dangers  associated 
with  the  drugs  they  prescribe. 
"But  few  instances  of  general 
practitioner  neglect  ever  appear 
in  the  pharmaceutical  press." 

The  author  also  refers  to 
poor  record  keeping  by  doctors. 

Search  for  oldest 
recorder 

Foster  Cambridge  Ltd,  a  mem- 
ber of  the  George  Kent  instru- 
ments group,  have  launched  a 
search  for  the  oldest  Cambridge 
or  Foster  industrial  recorder 
still  in  use. 

Any  owner  of  a  recorder  pro- 
duced before  1930  by  Cam- 
bridge Instrument  Co  or  Foster 
Instrument  Co  is  eligible  to 
apply  for  the  prize  of  a  free 
instrument. 

Details  of  recorders  still  in 
use  which  were  installed  before 
1930  should  be  sent  to: — Brian 
Flowers,  Foster  Cambridge  Ltd, 
Sydney  Road,  London 
N10  2NA. 
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UK  drug  prices  a 
risk  to  exporters' 

Wholesale  prices  of  pharmaceuticals  in  the  United  Kingdom 
have  become  considerably  lower  than  in  eight  countries 
studied  for  an  international  price  comparison  published  on 
September  1  by  the  Chemicals  Economic  Development 
Committee. 


The  gap  has  arisen  since  1964, 
when  a  similar  study  was 
undertaken  by  the  report's 
author,  Michael  Cooper,  a 
reader  in  social  economics  at 
Exeter  University. 

The  1970  prices  of  all  phar- 
maceutical operations  common 
to  both  the  UK  and  each  of 
the  other  eight  countries — Bel- 
gium, Finland,  France,  West 
Germany,  Italy,  Japan,  Spain 
and  Turkey.  Prices  in  the  UK 
were  shown  to  be  generally  the 
lowest.  Out  of  the  top  twenty 
products  sold  in  the  UK,  seven 
were  cheaper  in  Britain  than 
in  any  of  the  other  countries. 

Expenditure  per  head  of 
population  on  pharmaceuticals 
has  grown  relatively  slowly 
over  the  1964-1969  period.  The 
author  discusses  a  number  of 
possible  causes,  but  the  situa- 
tion appears  to  be  due,  at  least 
in  part,  to  the  effects  of  the 
voluntary  price  regulation 
scheme  for  medicines  pre- 
scribed under  the  National 
Health  Service. 

The  study's  results  confirm 
recent  claims  by  the  pharma- 
ceutical industry  that  the  UK 
has  become  a  low  price  whole- 
sale market.  Although  this  may 
be  a  short-term  benefit  for  the 
NHS,  there  may  be  long-term 
major  disadvantages.  In  par- 
ticular, there  is  a  risk  of  UK- 
based  companies'  export  earn- 
ings being  adversely  affected, 
since  the  indications  are  that 
overseas  drug  purchasing  agen- 
cies are  increasingly  using 
prices  prevailing  in  the  manu- 
facturing countries  as  a  yard- 
stick in  negotiating  terms  for 
imported  pharmaceuticals. 


The  author  adds  that  it  may 
also  be  argued  that  the  UK 
consumer,  in  paying  lower 
prices,  is  not  shouldering  as 
large  a  share  of  the  costs  of 
research  and  development  dir- 
ected towards  developing  future 
products  as  are  European  con- 
sumers. Opinion  within  the 
pharmaceutical  industry  is  that 
factors  such  as  these  may  ad- 
versely affect  the  UK's  attrac- 
tiveness as  a  location  base  for 
international  companies. 

A  table  in  the  report  com- 
pares individual  prices  of  the 
leading  20  products  (not  iden- 
tified by  name)  in  the  UK 
with  prices  in  other  markets. 
Added  together  the  total  cost 
of  buying  comparable  packs 
of  those  20  UK  products  in 
both  the  UK  and  each  foreign 
market  in  January  1970  was: 


Cost  in 

Country 

Cost  in 

foreign 

UK 

market 

£ 

£ 

Belgium 

9-51 

1116 

Finland 

11-75 

11-44 

France 

5-76 

6-32 

Germany 

6-48 

608 

Italy 

6-64 

7-22 

Japan 

9-57 

39  10 

Japan  (without 

product  1 ) 

612 

15-80 

Spain 

5-38 

5-28 

Turkey 

8-26 

10-30 

The  report  embraces  the  en- 
tire range  of  pharmaceutical 
products  sold  through  chemists, 
since,  it  says,  "definitions  on 
prescription  medicines  vary 
greatly".  Price  comparisons 
were  taken  at  the  chemist  buy- 
ing level,  net  of  any  tax,  owing 
to    the    differences    in  retail 


mark-ups,  in  tax  structures,  and 
to  the  lack  of  published  costs 
of  manufacturers'  ex-factory 
prices. 

In  common  with  the  1964 
study,  an  attempt  was  made  to 
compare  per  capita  expendi- 
tures on  pharmaceuticals,  at 
chemist  buying  price  net  of  tax, 
in  the  nine  countries  in  ques- 
tion. The  result  was: 

change 


1964 

1969 

% 

Belgium 

na 

7-56 

na 

Finland 

na 

4-60 

na 

France 

4-84 

9-60 

98 

Germany 

3  00 

6-60 

120 

Italy 

2-54 

6-25 

146 

Japan 

na 

8-50 

na 

Spain 

2-12 

4-43 

109 

Turkey 

na 

0-99 

na 

UK 

2-20 

3-38 

54 

Since  the  report  was  pre- 
pared there  have  been  some 
minor  modifications  in  the  de- 
tails of,  but  not  in  the  principle 
underlying,  the  voluntary  price 
regulation  scheme  (see  C&D, 
August  5,  p  200). 

International  price  compari- 
son, available  free  from 
NEDO.  Millbank  Tower.  Lon- 
don SW1P  4QX,  was  under- 
taken for  the  Chemicals  Econ- 
omic Development  Committee's 
pharmaceuticals  working  party, 
as  part  of  the  research  for  a 
full  report  on  the  current  posi- 
tion and  future  prospects  and 
contribution  to  the  country's 
economy  of  the  UK  pharma- 
ceutical industry.  This  report 
will  be  published  later  this 
year. 


Squibb  to  expand 
research  in  Britain 


E.  R.  Squibb  &  Sons  Ltd  are 
to  step  up  their  research  and 
development  work  on  pharma- 
ceuticals in  Britain  having 
commissioned  a  new  labora- 
tory which  adds  28,000sq  ft  to 
the  existing  complex  on  the 
Moreton,  Cheshire,  site. 

The  laboratories,  costing 
£750,000,  will  be  officially 
opened  later  this  month  by 
Lord  Cohen  of  Birkenhead  who 
five  years  ago  opened  the  pre- 
sent plant  and  laboratories. 

Construction  of  the  new 
building,  to  be  devoted  exclu- 
sively to  research  and  develop- 
ment studies  began  last  year. 

The  two-  floor  structural 
steel-framed  building,  plus  a 
large  plant  room  at  roof  level, 
has  reinforced  concrete  floors 
and  is  carried  on  reinforced 
concrete  piles,  which  have  been 
necessary  because  of  the 
ground  conditions. 

A  fully  glazed  link-bridge 
provides  covered  access  at  first 
floor  level  between  the  new 
and  existing  laboratory  facili- 


ties. Generally,  the  laboratory 
areas  are  situated  around  the 
perimeter  of  the  block,  which 
is  approximately  square  in 
.  plan,  with  the  specialist  and 
service  rooms  located  within 
the  inner  core. 

Air  conditioning  is  via  a 
"dual  duct"  system  and  the 
control  of  temperature  in  each 
room  is  effected  by  means  of 
a  control  unit  mounted  above 
the  ceiling,  which  mixes  a 
variable  proportion  of  hot  and 
cold  air  in  the  required  quan- 
tities to  maintain  the  pre-set 
room  temperature. 

Squibb  say  that  their  inter- 
national development  labora- 
tory at  Moreton  "represents  a 
major  reinforcement  of  the 
medical  research  effort  in  the 
UK,  and  is  already  making  a 
contribution  towards  Squibb's 
world-wide  operations.  It  is  ex- 
pected to  further  fill  an  increas- 
ingly valuable  role  in  Europe, 
as  the  process  of  the  com- 
pany's integration  in  Europe 
continues". 


Main  aspect  of  Squibb's  plant  at  Moreton,  Cheshire.  Also  shown  is  the  new  laboratory  on  right,  connected  by  bridge  to  existing 
laboratory 
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Weston  terms 
for  Bertram 
Griffiths 

Weston  Pharmaceuticals  Ltd 
are  to  offer  to  acquire  the 
whole  of  the  issued  share  capi- 
tal of  Bertram  Griffiths  Ltd 
by  October  23.  The  terms  are 
two  Ordinary  shares  of  £010 
each  of  Weston  for  every  three 
Ordinary  shares  of  £010  each 
of  Griffiths.  The  Ordinary 
shares  of  Weston  to  be  issued 
will  rank  pari  passu  with  the 
existing  issued  Ordinary  shares 
of  Weston  and  will  rank  for 
all  dividends  paid  in  respect 
of  the  year  ending  February 
28,  1973. 

The  directors  of  Griffiths 
and  their  families  and  certain 
other  major  shareholders  hold- 
ing in  the  aggregate  approxi- 
mately 40  per  cent  of  the  issued 
share  capital  of  Griffiths  have 
irrevocably  undertaken  to  ac- 
cept the  offer.  Griffiths'  direc- 
tors are  to  recommend  the 
Weston  offer. 

Griffiths'  pre-tax  profits  for 
the  year  ended  March  31  were 
£186,507  and  net  tangible  assets 
at  that  date  were  £426,613.  It 
is  the  intention  of  Weston  to 
continue  to  expand  and  de- 
velop the  business  of  Griffiths 
under  its  existing  management. 

Macarthys'  retail 
turnover  up  15% 

As  a  result  of  concentration  on 
the  diversification  of  its  busi- 
ness and  tight  cost  and  pro- 
duction control,  the  pharma- 
ceutical manufacturing  division 
of  Macarthys  Pharmaceuticals 
Ltd  pushed  up  its  pre-tax  pro- 
fits to  £1,087,089  for  the  year 
ended  April  30  compared  with 
£695,849  for  the  previous  year. 

Examining  the  performance 
of  each  division,  the  chair- 
man, Sir  Hugh  Linstead,  states 
that  in  recent  years  it  had  be- 
come clear  that  little  sales 
growth  could  be  expected  in 
the  range  of  standard  drugs 
which  originally  formed  the 
basis  of  Macarthys  Labora- 
tories production.  In  the  event 
the  market  had  continued  to 
decline  but  not  their  share  of 
it,  he  says. 

Production  of  injection  solu- 
tions has  increased  substan- 
tially   during    the    year  and 


further  expansion  in  capacity 
is  scheduled  at  Romford  during 
the  current  year. 

The  distributive  functions  of 
the  pharmaceutical  and  surgi- 
cal activities  are  to  be  separa- 
ted "during  the  next  year  or 
two".  Two  new  wholesaling 
depots  are  to  be  opened  in  the 
current  year. 

Sales  in  the  surgical  field 
were  nearly  £2-3m  and  turn- 
over of  the  group's  retail  phar- 
macies at  £3-5m  was  up  15  per 
cent.  Changes  in  purchase  tax 
represented  a  loss  of  £30,000. 
Pre-tax  profits  of  Savory  & 
Moore  were  £110,507  (against 
£67,584).  For  group  statistics 
see  C&D.  August  5,  p.182. 

Kingsley  & 
Keith  returns 

Kingsley  &  Keith  Chemical 
Group  Ltd  are  recommending 
an  unchanged  dividend  of  35 
per  cent  for  the  year  ended 
April  30. 

Profits  contracted  from 
£224,766  to  £168,470,  before 
tax  of  £78,430  (£98,228). 

In  the  first  half  profits  were 
down  to  £59,395  from  £105,014 
but  improved  in  the  second 
half  to  £109,075.  There  are 
indications  of  a  revival  of  trade 
generally,  and  of  chemicals  in 
particular,  the  directors  add. 

Nicholas  sales 
ahead 

Nicholas  International  Ltd  ad- 
vise that  sales  for  the  financial 
year  to  June  30  were  ahead 
of  those  for  the  previous  finan- 
cial year.  Despite  the  adverse 
effect  of  currency  re-alignments 
it  is  expected  that  profits  will 
have  increased  by  8  per  cent 
over  those  earned  during  the 
1970-71  financial  year. 

The  directors  have  declared 
a  final  dividend  of  31  per  cent, 
making  a  total  dividend  for 
the  year  of  6|  per  cent. 

Mr  J.  W.  Jamison  will  relin- 
quish his  position  as  president 
of  the  company  on  September 
11,  but  will  become  vice- 
chairman  on  that  date  and 
continue  to  act  in  an  advisory 
capacity.  Mr  L.  G.  Cuming 
succeeds  Mr  Jamison  as  presi- 
dent and  chief  executive. 

Carlton's  annual 
results 

Carlton  Industries  Ltd's  annual 
report  for  the  year  ended  April 
30  shows  that  cosmetics  and 
toiletries  contributed  £268,000 
to  the  group's  total  profit  or 
9  per  cent  from  3  per  cent  of 
turnover.  During  the  year 
(November  1971)  this  section 
of  their  interests,  provided  by 


Rimmel  Ltd  were  sold  to 
International  Telephone  and 
Telegraph  Corporation  of  the 
United  States. 

LRC  sales 
increase 

LRC  International  Ltd  have 
made  a  good  start  to  the  cur- 
rent year  according  to  their 
chairman,  Sir  Edward  Howard. 
Reporting  an  increase  in  sales, 
he  stresses  that  there  is  little 
sign  that  the  rate  of  inflation 
is  slowing  down  and  the  com- 
pany is  faced  with  higher  wages 
and  higher  costs. 

The  annual  report  for  the 
year  ended  March  31  shows 
group  profit,  before  tax,  was 
£4,273,000  (£4,191,000).  Turn- 
over expanded  from  £46 -98m 
to  £55-47m. 

A  "breakdown"  of  the  sales 
and  contribution  to  profit 
shows  that  toiletries  accounted 
for  16  per  cent  sales  and 
£l-45m  profit  and  pharmaceu- 
ticals, 9  per  cent  and  £2 -97m. 
The  polymer  division  contri- 
buted £3 -6m. 

Bydand  lose 
£728,572 

For  the  nine  months  to  De- 
cember 31,  1971,  Bydand  Ltd 
had  a  pre-tax  loss  of  £728,572 
against  a  loss  of  £1,288,662  in 
the  12  months  to  March  31, 
1971.  Turnover  amounted  to 
£2,236,346  (£4,989,697). 

There  was  a  deficit  on  sale 
of  Stayne  Continental  SA  of 
£99,562  (nil). 

After  a  tax  credit  of  £31,279 
(£110,397  credit)  net  loss  is 
£697,293  (£1,178,265).  Att- 
ributable loss  is  £697,293 
(£1,159,386). 

An  improvement  in  sales 
from  £M5m  in  the  first  half  of 
1971  to  £l-8m  in  the  first  half 
of  1972  is  reported.  Every  in- 
dividual company  has  registered 
sales  increases. 

Photopia's  record 
profit 

Photopia  International  Ltd 
expanded  sales  to  £l-81m  in 
the  year  ended  April  30  (from 
£l-6m  in  the  previous  year) 
and  the  pre-tax  profit  rose  from 
£138,768  to  a  record  £209,531. 

The  first  quarter  of  the  cur- 
rent year  is  up  77  per  cent, 
says  the  chairman,  Mr  C.  G. 
Strasser.  The  dividend  is  main- 
tained at  £0-05  per  share. 

Seton  to  transfer 
some  production 

The  Seton  group  of  companies 
recently  completed  the  acquisi- 
tion  of   all   the  property  in 


Medlock  Street,  Oldham,  and 
are  taking  advantage  of  the 
new  Government  initiative 
grants  in  the  north-west  to 
rationalise  their  manufacturing 
centres.  After  developing  their 
properties  on  a  three-acre  site 
at  Oldham,  they  intend  to 
transfer  the  group's  plastics 
factory  from  Oswestry  to  Old- 
ham. 

Bayer  turn  in 
better  profits 

Net  profits  of  Bayer  AG,  West 
Germany  jumped  to  DM  139m 
in  the  first  six  months  of  1972, 
a  rise  of  15  8  per  cent  over 
the  equivalent  period  of  1971. 
Sales  were  up  by  6-7  per  cent, 
exports  rising  twice  as  fast  as 
domestic  sales.  World  -  wide 
sales  rose  7-5  per  cent  to 
DM  6,455m. 

There  was  a  marginal  re- 
duction in  the  labour  force  to 
60,223,  but  the  personnel  bill 
was  up  6-8  per  cent. 

Kodak  launch 
at  Photokina 

Kodak  Ltd  are  to  give  away 
2,000  of  their  new  pocket  Insta- 
matic  cameras  in  presentation 
sets  as  prizes  in  a  game  of 
chance  centred  on  a  15  x  7 
metre  wall  of  colour  trans- 
parencies at  their  stand  at 
Photokina,  Cologne,  on  Sep- 
tember 23.  It  will  be  the  first 
public  presentation  of  the  range 
in  Europe. 

In  brief 

Laporte     Industries  Holdings 

Ltd  announced  on  Wednesday 
that  following  differences  of 
viewpoint  Mr  Aubrey  Jones 
had  ceased  to  be  chairman  and 
director. 

Remploy's  new  factory  at 
Wrexham,  North  Wales,  which 
is  now  in  full  production  for 
contract  furniture  and  Lundia 
hardwood  shelving  compon- 
ents, is  to  be  officially  opened 
by  Mr  Maurice  MacMillan, 
Secretary  of  State  for  Employ- 
ment, on  October  6. 

Rumania's  industry  has  been 
reorganised  recently  in  special- 
ised sectors.  In  the  chemical 
industry  the  sector  dealing  with 
pharmaceuticals  and  dyestuffs 
is  known  as  IMECO,  the  UK 
representatives  being  Arcode 
Ltd,  Plantation  House,  Min- 
cing Lane,  London  EC3. 
Chemimart-Parnell  group  have 
exchanged  contracts  with  the 
Commercial  Assurance  Co  for 
the  sale  of  their  head  lease  at 
40  London  Wall,  London  EC2, 
for  £175,000.  They  will  con- 
tinue to  trade  as  Parnell  from 
that  address. 
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Topical  reflections 
by  Xrayser 


J.  Pickles  &  Sons,  Knares- 
borough,  Yorks,  have  appoin- 
ted Mr  V.  Marsh  their  rep- 
resentative in  Kent,  Surrey  and 
South  London.  Address :  51 
Beauval  Road,  London  SE22 
(telephone:  01-693  7207). 
John  Wyeth  &  Brother  Ltd 
have  elected  Mr  L.  P.  Fenni- 
more  to  the  board  as  market- 
ing director.  Mr  T.  L.  Jones 
has  been  appointed  marketing 
manager. 

Izal  (Overseas)  Ltd:  Mr  Peter 
Kent  has  been  appointed  act- 
ing managing  director  and  joins 
the  board  of  the  parent  com- 
pany, Izal  Ltd. 

Department  of  Health  and 
Social  Security.  Dr  Henry 
Yellowlees  CB,  at  present  a 
deputy  chief  medical  officer, 
has  been  appointed  to  a  new 
senior  medical  position  cover- 
ing, under  the  oversight  of  Sir 
George  Godber  as  chief  medi- 
cal officer,  all  medical  work 
within  the  Department  arising 
in  respect  of  the  National 
Health  Service.  Dr  Yellowlees 
will  have  the  title  of  second 
medical  officer. 

Dr  R.  H.  L.  Cohen  CB,  has 
been  appointed  to  a  new  posi- 
tion as  chief  scientist  to  estab- 
lish the  organisation  which  is 
being  set  up  as  described  in  the 
Government's  White  Paper  on 
Research  and  Development. 
Dr  Cohen  will  retire  on  April 
I,  1973  and  a  chief  scientist 
will  be  recruited  from  outside 
the  Department. 

Dr  J.  J.  R.  Reid,  county 
medical  officer  for  Bucking- 
hamshire, has  been  appointed 
deputy  chief  medical  officer  in 
the  Department. 

Overseas  news 

Price-cutting 
war  in 

South  Africa 

Johannesburg's  "big  six"  group 
of  chemists,  with  annual  sales 
of  R2m  from  thirteen  outlets, 
have  joined  the  price  war  in 
branded  goods,  their  main  tar- 
get being  the  supermarkets. 
The  group  have  cut  prices  of 
branded  toiletries  and  "paten- 
ted" lines  to  below  normal 
trade  prices.  Mr  Arrol  Fine, 
a  spokesman  for  the  group  and 
owner  of  one  of  the  member 
pharmacies,  said :  "We  have 
got  to  take  this  step  to  sur- 
vive. We  are  losing  business 
to  the  supermarkets.  Our  very 
existence  is  threatened.  To  say 
we  are  feeling  the  pinch  is  an 
understatement.  From  now  on, 


we  will  work  on  a  cost  plus  10 
per  cent  basis.  I  can  only  hope 
we  can  generate  sufficient  turn- 
over to  make  this  economical. 
Until  now  we  have  been  work- 
ing on  an  average  of  cost  plus 
20  per  cent." 

The  "big  six's"  price-cutting 
seems  certain  to  meet  with  a 
strong  reprimand  from  the 
Pharmacy  Board,  which  frowns 
on  pharmacy  price  wars — re- 
garding them  as  unprofessional. 
"We  are  not  breaking  the 
Pharmacy  Board's  regulations," 
said  Mr  Fine.  "Our  dispensing 
or  professional  services  will 
not  be  cut  in  price." 

Supermarkets  have  been  dis- 
counting chemists'  prices  by  at 
least  10  per  cent.  "Now  we 
will  sell  at  least  one  basic  line 
in  every  group  at  normal 
chemist  prices,  less  a  third  on 
a  cash-and-carry  basis  only, 
said  Mr  Fine.  Most  of  the 
group's  suppliers  are  "reluct- 
antly co-operating"  with  us,  he 
added,  although  some  of  the 
suppliers  were  being  difficult 
about  the  price  cuts. 

Lost  cosmetic  trade 

Continuing,  Mr  Fine  said : 
"Fifteen  years  ago  chemists  did 
80  per  cent  of  the  toiletry 
business.  Today  we  do  less 
than  20  per  cent.  Unfortun- 
ately I,  as  a  pharmacist,  am 
not  allowed  to  stock  food- 
stuffs. If  I  were,  I  would  stock 
up  tomorrow  with  basic  foods 
like  bread  and  milk,  and  cut 
their  prices  to  attract  custom. 
That  is  after  all,  what  the 
supermarkets  are  doing  to  us 
with  toiletries.  We  must  protect 
our  position  now.  As  a  chemist, 
I  could  never  make  a  living 
out  of  dispensing,  because 
these  are  professional  services 
I  am  not  allowed  to  advertise. 
My  income  comes  from  non- 
medicine  lines.  Already  the 
small  chemist  on  the  corner  is 
disappearing  because  he  can 
no  longer  compete  with  the 
supermarkets.  I  do  not  want  to 
follow  him."  The  eleven  "big 
six"  chemists  are  all  indepen- 
dently owned,  but  they  col- 
laborate on  buying,  advertis- 
ing and  pricing  and  marketing 
strategy. 

Finnish  drug 
industry  in  1971 

The  pharmaceutical  industry  in 
Finland  increased  the  net  value 
of  its  production  by  15-1  per 
cent  to  169-7  million  Finnish 
marks  (£16-8m).  Exports  were 
worth  Fml2-8m,  a  rise  of  20-8 
per  cent  mainly  due  to  pharma- 
ceutical chemicals  rather  than 
specialities.  Employed  by  the 
industry  were  2,268  against 
2,137  in  1970. 


Public  ownership 

I  am  sorry  that  I  shall  be  unable  to  attend  the  open  meeting 
at  the  House  of  Commons  to  hear  Mr  Stanley  Blum  put 
the  case  for  public  ownership  of  all  general  practitioner 
pharmacies — a  proposal  which,  as  a  corollary,  would  seem 
to  embrace  all  general  practitioner  pharmacists. 

According  to  your  report,  the  annual  conference  of  the 
Socialist  Medical  Association  recently  recommended  "the 
taking  into  public  ownership  of  all  general  practitioner 
pharmacy  by  combining  all  the  pharmacies  in  an  area  into  a 
health  centre  (or  polyclinic)  and  placing  them  under  local 
administration  and  responsibility,"  and  I  assume  that  it  will 
be  Mr  Blum's  intention  to  explain  the  resolution. 

Until  the  details  are  forthcoming  it  would  be  idle  to 
speculate,  but  the  unclothed  skeleton  would  seem  to  suggest 
many  fewer  points  of  distribution — not,  of  itself,  necessarily 
a  bad  thing.  But  it  also  looks,  on  the  face  of  it,  to  suffer 
from  the  same  defect  as  the  present  erratic  scheme  of  pro- 
viding health  centres.  The  convenience  of  the  public  has 
seemed  to  be  the  last  consideration  in  present-day  "planning" 
and  I  shall  be  interested  to  learn  how  Mr  Blum  proposes  to- 
overcome  the  distance  between  home  and  polyclinic. 

I  see  nothing  basically  unsound  in  the  principle  of  a 
salaried  service,  either  pharmaceutical  or  medical,  though 
its  application  in  the  hospital  pharmaceutical  service  does 
not  seem  to  have  been  happy.  In  the  medical  world,  we 
have  long  had  salaried  service,  notably  in  the  field  of  medical 
officers  of  health,  and  there  is  no  evidence  that  a  different 
form  of  payment  has  produced  an  inferior  service.  It  would 
be  folly  to  suppose  that  the  possibility  of  salaried  service  in 
both  professions  does  not  exist,  and  it  may  very  well  be  that 
the  groupings  of  ever-larger  numbers  of  doctors  into  ever- 
larger  units  has  hastened  the  day. 

Prospects 

It  would  be  idle  to  deny  that  the  prospect  of  a  pharma- 
ceutical career  utilising  the  knowledge  and  skills  of  the 
present-day  graduate  would  be  unattractive  to  those  who 
have  no  commercial  leanings,  but  government  would  have 
to  show  in  the  most  practical  manner  its  appreciation  of 
such  a  professional  man  or  woman,  and  no  government  to 
date  has  given  any  indication  of  such  an  outlook. 

I  note  that  Mr  J.  P.  Kerr  (president,  Pharmaceutical 
Society)  has  said  that  he  could  not  see  either  the  practic- 
ability or  the  desirability  of  nationalisation  as  envisaged  by 
Mr  Blum.  The  cost,  he  said,  would  be  terrific,  and  it  would 
mean  the  maintenance  of  every  drug  in  every  pharmacy. 

But  I  take  it  that,  hand  in  hand  with  Mr  Blum's  propo- 
sition would  go  that  of  Mr  Bob  Edwards,  MP,  who  is  to 
address  the  same  meeting  on  "the  public  ownership  of  the 
drug  industry". 

Drug  industry 

As  in  the  case  of  the  doctors,  with  their  large  reduction  in 
points  of  service,  so  has  there  been  a  shrinkage  in  the  num- 
ber of  firms  engaged  in  the  drug  industry.  The  constant  take- 
overs and  mergers  make  the  physical  problems  of  nationalisa- 
tion much  simpler  if,  at  any  time,  national  policy  decides 
upon  the  desirability  of  such  a  course. 

And  then  Mr  Kerr  might  find  that  the  range  of  products 
has  dwindled  to  an  extent  that  would  make  the  maintenance 
of  stocks  of  every  drug  in  every  pharmacy  a  task  of  much 
less  immensity  than  it  is  at  present. 
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Effective  use  of 
hand  labellers 
in  the  pharmacy 


How  versatile  is  a  hand  labeller?  Is  an 
8  digit  model  a  "gimmick"  out  of  place 
in  a  pharmacy?  Or  can  even  the  single 
handed  proprietor  save  time — and  money 
— with  it? 

Recently  C&D  accepted  an  invitation 
from  Meto  to  see  their  various  labellers 
in  action  "in  the  field";  it  was  soon  evident 
that  if  the  retailer  is  prepared  to  devise  a 
system  to  suit  his  business,  there  are  many 
advantages  to  be  gained  from  hand  label- 
ling. 

The  idea  of  a  "system"  may  put  off 
many  proprietor  pharmacists,  believing 
that  staff  "wouldn't  be  bothered".  But  the 
most  complicated  system  that  was  exam- 
ined had  been  devised  by  Mr  D.  Kitsberg 
of  Stanmore,  Middlesex,  and  the  enthu- 
siasm of  both  proprietor  and  staff  for  it, 
was  obvious. 

Three  machines 

Although  running  a  typical  independent 
pharmacy,  Mr  Kitsberg  has  found  appli- 
cation for  three  hand  labelling  machines. 
Two  Meto  85s  are  employed,  one  for  the 
cosmetics  counter,  and  one  for  the  toilet- 
ries self-selection  units.  These  have  a 
5-digit  system  and  are  used  with  a  green 
ink  to  price  any  item  that  requires  frequent 
re-ordering.  An  assistant  selling  an  item 
with  a  green  label,  knows  that  it  must  be 
re-ordered  at  once.  A  notice  on  the  cash 
register  serves  as  a  reminder.  With 
this  machine,  a  simple  ABC  code  can  be 
used  to  indicate  the  date  of  receipt  of  the 
goods,  and  consequently  the  age  of  the 
stock. 

For  stock  bought  in  greater  quantity  at 
any  one  time,  the  Meto  80  8-digit  labeller 
provides  both  the  price  and  full  stock 
control  in  a  single  operation.  The  first 
figure  denotes  the  month  of  receipt  of  the 
goods,  the  second  the  quantity  received 
on  that  order  (both  in  smaller  sized 
figures),  followed  by  the  price  in  larger 
figures  which  the  customer  can  read  easily. 
As  stock  is  running  low,  the  assistant 
writes  the  name  of  the  item  in  an  order 
book  on  the  counter  at  the  time  of  sale, 
and  adds  to  it  the  label  removed  from  the 


2.6025iP 


A  label  printed  according  to  Mr  Kits- 
berg's  stock  control  codes  and  pricing 
system 


item  itself.  Mr  Kitsberg  can  then  decide 
on  the  quantity  to  order,  noting  how  many 
were  ordered  last  time  and  how  long  they 
have  taken  to  sell. 

It  sounds  a  fiddling  business  changing 
so  many  figures  for  every  item  of  stock 
received,  but  not  so,  say  pharmacy  staff. 
They  find  it  much  quicker  than  any  system 
previously  tried — and  certainly  it  will  be 
more  attractive  than  any  stock  counting 
routine.  For  small  lines  it  is  still  better 
than  writing  individual  labels  the  staff  say, 
and  they  are  even  happy  to  use  the  system 
for  a  single  item.  Some  idea  of  the  speed 
of  the  pricing  operation  can  be  obtained 
from  Mr  Kitsberg's  claim  that  6,000  items 
in  the  pharmacy  were  re-priced  in  only 
two  days.  "I  cannot  speak  too  highly  of 
the  system"  was  Mr  Kitsberg's  summing- 
up. 

In  selling  their  system  to  different  types 
of  outlet,  Meto  have  uncovered  different 
requirements  concerning  peelable  and  non- 
peelable  labels.  For  pharmacy  Mr  Kits- 
berg has  found  the  "semi-peelable"  version 
ideal,  since  children  cannot  move  these 
labels  from  one  item  to  another,  but  the 
label  can  still  be  removed  gently  without 
damaging  the  stock,  and  if  any  gum  is  left 
behind  (because  the  item  has  been  in  a 
window  for  example)  it  is  easily  cleaned 
off  with  spirit. 

In  line  with  policy 

However,  a  preference  for  fully  peelable 
labels  was  quoted  by  Mr  K.  Light,  general 
manager  and  superintendent  pharmacist  of 
the  Cross  &  Herbert  group,  showing  up 
the  differing  needs  of  the  multiple  chem- 
ists. Here  an  ability  to  amend  stock  prices 
in  line  with  the  company's  pricing  policy 
as  the  changes  occur,  is  vital.  Mr  Light 
pin-pointed  several  advantages  for  the 
hand  labeller  which  is  just  coming  into 
use  in  some  of  the  group's  branches.  First 
is  that  the  price  can  be  altered  quickly  on 
Meto  machines  before  the  next  label  is 
applied — there  is  no  need  for  pre-printing 
of  quantities  and  there  are  no  printed 
labels  "in  the  machine"  which  could  lead 
to  wrong  pricing  or  wasted  labels. 

Cross  &  Herbert  are  not  using  their 
labellers  for  stock  control  —  a  quarterly 
change  of  ink  colour  was  dropped  because 
the  company  were  not  convinced  that  the 
system  was  being  operated  correctly — but 
a  colour  change  has  been  found  useful 
following  purchase  tax  changes.  However, 
Mr  Light  welcomed  the  prospect  of 
coloured  labels  which  could  be  rotated  for 
stock  control  purposes. 

At  a  former  pharmacy  in  South  London, 
C&D  was  told  of  an  increase  of  5-6  times 
in  sales  of  pick-up  lines  displayed  on  the 
counter,  since  clearly  printed  labels  have 
been   employed.  The  proprietor  claimed 


Hand  labeller  in  use 

that  a  dozen  items  could  be  priced  in  as 
little  as  20-25  seconds. 

Back  at  Meto's  headquarters,  Mr  Roger 
Higgins,  divisional  marketing  manager, 
emphasised  that  there  was  no  one  answer 
to  pricing  and  stock  control  for  all  out- 
lets. Apart  from  the  choice  between  peel- 
able and  semi-peelable,  labels  themselves 
could  be  printed  with  bolder  figures  to 
emphasise  value,  or  as  with  the  Meto  80, 
smaller  with  a  "more  professional"  image. 

Chemists'  lead 

Coding  could  be  achieved  by  numbers, 
letters  or  changes  in  ink  colour  —  and 
about  60  per  cent  of  Meto's  customers  are 
now  doing  more  than  pricing  with  the 
system.  The  company  hope  that  chemists 
will  take  a  lead  in  this  form  of  stock  con- 
trol, now  that  product  dating  is  receiving 
so  much  publicity.  A  system  that  would 
have  obvious  professional  and  commer- 
cial advantages.  There  are  endless  possi- 
bilities— special  coding  for  PI  poisons,  for 
example,  and  becoming  standard  for  phar- 
macies, the  pre-printed  addition  of  the 
premises  address  to  labels. 

Until  the  final  details  of  VAT  are 
known,  the  role  of  the  labeller  during  the 
changeover  period  must  be  speculative. 
What  can  be  said,  however,  is  that  the 
hand  labeller  gives  the  retailer  the  means 
of  identifying  his  stock  quickly  and 
easily — whether  he  chooses  to  code  indi- 
vidual items  or  outers  to  fit  in  with  the 
sale-or-return  system  (see  p  343),  or 
merely  to  identify,  for  his  own  accounting 
or  interest,  those  items  that  carried  pur- 
chase tax  when  bought  in. 

To  sum  up,  given  a  versatile  tool,  stock 
pricing  can  readily  be  extended  to  improve 
stock  control  and  with  the  right  system 
it  can  release  staff  for  their  main  role, 
serving  customers. 


SHOPFITTING 

Shelving  supplies 

An  inexpensive  range  of  shelves,  island 
uniis,  etc,  has  been  developed  by  Interior 
Systems  UU  Ltd,  22  Horn  Lane,  London 
W3.  Sold  under  the  trade  name  Look  the 
components  are  said  to  be  easily  assem- 
bled by  non-specialist  labour. 
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NOW 

Meet  your 
open  prescriptions  for 

DIAZEPAM 

with 

ATENSINE 

Licensed  under  British  Patent  No.972,968. 

ATENSINE,  2  mg  and  5  mg  tablets 
in  containers  of  250  and  1,000. 

Ask  your  Berk  Representative 
for  our  latest  prices  or  write  for  further  information. 


BERK  PHARMACEUTICALS  LIMITED, 
GODALMING  &  SHALFORD,  SURREY, 

Telephone  Godalming  4191 


®Regd  Trade  Mark. 


J  4209 
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Some  people 
can  promise  to  be  the 
most  successful... 


Libresse  is. 
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Fact  N°l.  12  months  ago, 

5  traditional  sanitary  towels 
accounted  for  75%  of  all 
chemist's  sales. 

FactN°2.  Within  the  last 

year,  5  more  brands  have  been 
launched. 

Fact  N°3.  Libresse  leaves 

the  lot  of  them  standing. 

Volume  Brand  Share — Chemists 
Past  12  months 


SOURCE:  INDEPENDENT  RESEARCH  INFORMATION 

FactN°4.  Only  Libresse 

gives  unique  benefits  to  both 
you  and  your  customer. 
Despite  the  entry  of  Dr.  White's 
Carefree,  Fastidia,  and  the 
launch  of  Panty  Pads,  nobody 
can  challenge  the  advantages 
set  by  Libresse. 

*  Libresse  is  the  only  towel  on 
the  market  with  a  unique 
2-layer  construction -which  is 
the  main  reason  for  its  out- 
standing success.  And  we've 
got  this  guarded  under  patent. 
^  Libresse  is  the  only  towel 
that's  completely  flushable 
without  tearing  or  folding. 
^  No  special  panties,  no  belts, 
no  bulges.  Libresse  is  ultra  slim. 
Ultra  absorbent. 


Fact  N°5.  There's  more 

advertising  support  behind 
Libresse  than  any  other  towel. 
By  comparison,  everybody  else 
is  spending  peanuts. 
Currently  we're  running  an 
impactful  colour  campaign  with 
lots  of  double  page  spreads  in 
leading  women's  magazines. 


ADVERTISING  EXPENDITURE-PAST  12  MONTHS 
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WHITE'S  FASTIDIA      KOTEX  UBRESSE 

CAREFREE                NEW  FREEDOM 

SOURCE:  INDEPENDENT  RESEARCH  INFORMATION 

Fact  N°6.  Libresse  gives 

you  higher  profit  and  turnover 
per  square  foot  of  shelf  space 
than  any  other  towel. 
Whilst  other  towels  have  leapt 
up  in  price,  you  can  still  offer 
your  customers  the  unique 
benefits  of  Libresse  at  the 
original  price  of  15p.  (R.S.P.) 
Your  profit  margin  remains 
unaltered  too. 

Fact  N°7. 

If  you're  going  to  buy  in 
a  new  Sanitary  Towel 
and  you  re  after 
proven  success,  it  can 

only  be  Libresse. 

UBRESSE  is  the  Registered  Trade  Mark  ofSancella  Limited. 


For  further  details  write  to  Sancella  Limited,  Saneella  House,  I  larpenden,  Herts.  Or  phone  Harpenden  62268. 
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IMP0RTA1S 

-  and  to  the 
women  who 
buy  for  them 


The  'H.E.'  merchandiser 
occupies  only  9"  x  13 
of  counter  space,  yet  it 
displays  the  entire 
*H.E.'  series  of  top 
quality,  moderately 
priced  men's  toilet 
preparations,  and 
SELLS  THEM 
FOE  YOU. 


ADVERTISED 
WEEK  AFTER  WEEK, 
THROUGHOUT  THE  YEAR,  IN  THE 


Daily  Express,  Daily  Mirror,  Sun, 
Daily  Telegraph  &  Evening  Standard 


RIMMEL  INTERNATIONAL  LTD.,  17  CAVENDISH  SQUARE,  LONDON  W.l. 
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Cosmetics  and  toiletries 

Mary  Quant's  Overnighter 

Mary  Quant's  Overnighter  (£400)  has 
"got  everything  you  need  to  care  and 
cleanse  your  face" — a  bottle  of  Come 
Clean,  Get  Fresh,  Skin  Drink  and  Skin 
Saver.  Plus  a  trayful  of  make-up — Starkers 
Foundation,  Bare  Dark;  two  Eye  Glosses, 
Moody  Blue  and  transparent  for  high- 
lighting; three  Jeepers  Peepers  powder 
shadows,  maroon,  mauve  and  green- 
bronze;  two  crayons,  a  blue  and  a  red  for 
lips  plus  colouring  the  cheeks;  Lash 
Colour,  black.  Face  Final,  translucent  for 
the  final  touch,  with  a  soft  moppy  face 
brush  to  apply  it;  and  a  double-ended 
applicator  for  the  powder  shadows. 

Beauty  cases  have  usually  been  either 
too  small  to  take  everything  or  too  big 
to  pop  into  a  weekend  case.  Mary  Quant's 
packaging  is  a  small,  compact,  pillarbox 
red  case  of  PVC  (Mary  Quant  Cosmetics 
Ltd,  Surbiton,  Surrey  KT6  7LU). 

Re-Nutriv  lipsticks 

Estee  Lauder  are  launching  Re-Nutriv  lip- 
stick (£1-45),  said  to  contain  rich  vitamin 
oils  and  the  "rare"  Re-Nutriv  ingredients, 
which  won't  cake  on  the  lips,  stain  or 
change  colour. 

There  are  a  total  of  20  shades  available, 
divided  into  the  three  major  categories  of 
light  colours,  the  brown  toned  darks  and 
the  brights  (Estee  Lauder  Cosmetics  Ltd, 
71  Grosvenor  Street,  London  Wl). 

Max  Factor  introductions 
Comb-on  mascara  from  Max  Factor  has 
an  exclusive  comb  applicator  designed  to 
allow  the  mascara  to  seep  in  between  the 
teeth  of  the  comb.  When  combed  through, 
the  tiny  teeth  separate  the  lashes  as  they 
colour,  "making  them  appear  longer, 
thicker  and  fuller  .  .  .  instantly ".  The 
mascara  is  said  not  to  smudge  or  smear, 
and  to  be  water  resistant. 

Presented  in  a  non-breakable  blue 
bottle  '  with  a  matching  marblised  cap 
which  also  serves  as  the  handle,  Comb-on 
mascara  is  available  in  three  shades: 
Black,  Brownish-black  and  Brown.  From 
the  same  house  comes  Satin  moisturiser 


(£049),  a  light,  rich  moisturising  cream 
recommended  for  day-time  protective 
treatment  for  dry  and  normal  skins  and 
as  a  night-time  moisturising  treatment  for 
oily  skins.  It  is  presented  in  an  opal  glass 
jar  with  blue  cap  (Max  Factor  Ltd,  16 
Old  Bond  Street,  London  W1X  4BP). 

Pot  pourri  sachet 

Floris  have  designed  a  little  lace-edged 
sachet  (£0-65)  filled  with  sweet-smelling 
pot  pourri.  In  pale  pink  and  in  white  it 
makes  a  pleasant  gift,  light  in  weight,  easy 
to  pack  and  post  (J.  Floris  Ltd,  89 
Jermyn  Street,  London  SW1Y  6JH). 


Confectionary 

Fruit  lollipops 

To  meet  the  demand  from  children  who 
enjoy  the  flavours  of  the  popular  mixed 
fruit  tablets.  Smith  Kendon  Ltd  have 
introduced  lollipops  (£0  02). 

The  flavours  are  blackcurrant,  orange 
and  raspberry;  colours  and  flavours  are 
exactly  the  same  as  those  used  in  the 
tins  of  mixed  fruit  tablets.  There  are  50 
lollipops  per  carton  (Smith  Kendon  Ltd, 
132  Borough  High  Street,  London  SE1 
1LG). 

Sundries 

Pickles'  corn  rings 

J.  Pickles  and  Sons  are  now  marketing 
self-adhesive  felt  corn  rings  in  a  self  seal- 
ing cellophane  bag,  packed  in  an  attractive 
wallet  (£0-12).  There  are  nine  corn  rings 
to  the  wallet,  and  30  wallets  to  the  outer 


(J.  Pickles  and  Sons,  Pickles  House, 
Church  Lane.  Knaresborough.  Yorks). 

More  'Golden  Babes' 

Two  extensions  to  Lilia-White's  Golden 
Babe  range  are  cotton  wool  balls  and 
pleated  wool,  both  in  white  and  made  in 
a  special  blend  of  cotton  wool  and  rayon. 

These  products  were  introduced  follow- 
ing consumer  research  indicating  the 
growing  trend  towards  this  type  of  cotton 
wool  presentation — which  for  the  busy 
mother,  particularly,  offers  more  con- 
venience and  less  wastage. 

The  Golden  Babe  cotton  wool  balls 
(£017)  contain  approximately  150  per 
pack  and  approximately  8ft  of  Golden 
Babe  pleated  wool  (£0-081)  provides  ap- 
proximately 8ft  of  wool  (Lilia-White 
(Sales)  Ltd,  Charford  Mills,  Birmingham). 


Corvette  gains 
a  stripe 

Quality  preparations,  new  packages  and 
attractive  discounts  to  the  trade  together 
with  the  long-established  name  is  the 
platform  from  which  Reckitt  &  Colman 
have  re-launched  their  Corvette  range. 

Although  Corvette  preparations  have 
had  little  or  no  advertising  during  the 
past  four  or  five  years  they  have  had 
their  adherents  among  the  public,  and  a 
large  section  of  independent  retail  phar- 
macists have  found  the  products  achieved 
an  acceptable  turnover. 

For  some  months  now  Reckitt  &  Col- 
man have  been  looking  at  this  £35  million 
market  and  decided  that  the  range  should 
be  up-graded  in  image  and  design,  and  at 
the  same  time  the  opportunity  should  be 
taken  to  utilise  new  cosmetic  formulations 
that  are  now  available. 

Previously    Corvette    was    very  much 


The  new 
insignia 


dependent  upon  its  "after-shave"  presenta- 
tion. The  new  range  is  being  presented 
on  the  broader  front  as  a  toiletries  group. 
The  packaging  is  predominantly  blue  with 
an  attractive  naval  insignia  with  one 
more  stripe  than  previously,  the  object 
being  to  achieve  a  package  that  may  be 
Continued  on  p  336 
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Continued  from  previous  page 


Left,  the  old  design;  right,  the  new 

regarded  as  an  acceptable  gift  in  a  market 
where  40  per  cent  of  the  purchases  come 
within  that  category.  Furthermore,  the 
package  design  had  to  be  acceptable  to 
the  professional  image  of  a  pharmacy,  for 
chemists  hold  more  than  half  of  the 
market. 

Reckitt  &  Colman  look  upon  Corvette 
as  coming  within  the  upper  middle  price 
range  category  of  the  market  and  see  no 
reason  for  shelf  reductions  or  price  pro- 
motions. 

Naval  Attack' 

"The  Naval  Attack"  is  based  on  six 
preparations — Corvette  hair  spray  (£0-44) 
which  is  formulated  with  polymer  resins 
to  provide  a  non-drying  and  non-greasy 
spray  giving  good  holding  characteristics, 
and  natural  hair  sheen. 

Corvette  pre-shave  (£049)  is  alcohol 
based  with  a  unique  combination  of 
special  non-greasy  lubricants  to  allow  an 
electric  shaver  to  move  easily  over  the 
beard  "without  drag".  The  colour  is  a 
pale  royal  blue.  The  after-shave  prepara- 
tion (£0-49)  is  a  "light  herbal  green",  and 
is  again  alcohol  based  with  a  combination 
of  emollients  to  counteract  the  possible 
drying  effects  of  the  alcohol. 

Corvette  aerosol  deodorant  (£0-44)  is 
prepared  with  an  alcohol  base  and  con- 
tains a  bacteriostat  Irgasan  DP  300 
claimed  to  be  more  efficient  than  other 
conventional  materials  including  hexa- 
chlorophane. 

The  aerosol  foam  shave  (£0-39)  contains 
emollients,  humectants  and  lubricants  to 
produce  a  rich  moist  foam  to  ensure  a 
close  and  comfortable  shave.  The  com- 
pany point  out  that  the  use  of  excessive 
amounts  of  foam  are  unnecessary,  and 
add  that  three  months  shaving  may  be  ob- 
tained from  one  can. 

High  quality  French  talcum  powder  is 
the  base  of  Corvette  talc  (£0  44)  and  the 
pack  has  a  special  twist  on /off  cap  whose 
overall  shape  matches  well  with  the  aero- 
sol packs  in  the  product  range. 

To  back  up  this  new  product  range, 
and  to  motivate  big  consumer  buying 
prior  to  the  Christmas  period,  Reckitt  & 
Colman  are  investing  some  £40,000  in  a 
heavy  consumer  Press  campaign  during 
this  six-week  peak  gift  buying  period,  in 
short  a  tight,  heavy-weight  campaign  to 
achieve  big  consumer  sales  (Reckitt  & 
Colman  toiletries  division,  Sunnydale, 
Derby). 


Reckitt  &  Colman  snaps 

Reckitt  &  Colman  stockists  in  the  UK 
are  being  invited  to  "snap  up  a  prize"  by 
entering  a  display  contest  as  the  basis  of 
a  six  weeks'  merchandising  campaign. 

To  qualify  for  one  of  the  three  national 
prizes,  a  new  Austin  mini  taxed  for  one 
year,  the  customer  will  be  expected  to 
build  a  display  of  four  of  Reckitt's  lead- 
ing brands,  namely  Supersoft  hairspray, 
Valderma,  Cossack  men's  hair  dressing 
and  Bathjoys.  The  results  will  be  judged, 
independently,  from  Polaroid  photographs 
taken  by  the  Reckitt  &  Colman  salesman 
on  his  next  call.  The  awards  are  by 
outlet:   cash-and-carry,  chemists,  grocers. 


In  addition  there  are  13  area  prizes  to 
be  awarded  to  the  best  display  in  each 
Reckitt  &  Colman  area  and  these  consist 
of  ladies  or  gents  Omega  wrist  watches 
valued  at  £50  each. 

The  contest  is  open  to  all  Reckitt  & 
Colman  Toiletries  Division  customers  and 
will  run  from  September  18  to  October 
27  (Reckitt  &  Colman  Toiletries  Division 
Ltd,  Sunnydale,  Derby). 

Paper  dolls  invasion 

The  third  phase  of  Kimberly-Clark's 
"Scotland  Saves"  promotion  starts  on 
Monday,  September  4,  when  teams  of 
Kleenex  tissues  Paper  Dolls  "invade" 
towns  throughout  Scotland  and  give  away 
Premium  Bond  prizes  to  retailers  for 
displays  and  to  customers  on  proof  of  pur- 
chase of  Kleenex  products  in  the  home. 

The  "Scotland  Saves"  promotion,  which 
began  in  May,  is  part  of  a  major  drive 


KERFOOT  PHARMACEUTICALS 


Open  until  Gth  October  1Q72 


5  x  100  ml. 
PHENOXYMETHYLPENICILLIN 
ELIXIR  125mg. 

5  x  100  ml. 
PENICILLIN  G.  SYRUP 
125  mg. 


will  be  delivered 

**** 


with  each  order  of  £25  value 


THOMAS  KERFOOT  8c  CO.  LTC 
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by  Kimberly-Clark  to  expand  sales  of 
Kleenex  paper  tissue  products  and  the 
Kotex  sanitary  protection  range  in  Scot- 
land (Kimberly-Clark  Ltd,  Larkfield,  nr 
Maidstone,  Kent). 

Mavala  press  coverage 

Media  coverage  for  Mavala  Nail  Care 
Products  for  September  and  October  will 
include  full  pages  in  Cosmopolitan, 
Vogue,  Woman  and  Over  21. 

The  campaign  will  also  include  half 
pages  in  Woman's  Own,  Nova  and  Flair 
(Mavala  Laboratories  Ltd,  Mavala  House, 
High  Street,  Horley,  Surrey). 

Cussons  football  promotion 

Cussons  are  running  a  free  football 
promotion  in  six  leading  boys'  magazines 
throughout  September  and  October;  Man- 
chester City  and   England   soccer  star, 


Rodney  Marsh,  will  be  featured  in  the 
promotion. 

The  first  5,000  coupons  received, 
together  with  the  requisite  eight  soap 
wrappers  will  receive  the  additional  bonus 
of  a  signed  photo  plus  "tips  on  improving 
your  game"  from  Marsh. 

Cussons  are  confident  that  the  promo- 
tion will  make  a  significant  impact  on 
sales  of  Imperial  Leather.  They  ran  an 
initial  preview  promotion  in  the  Man- 
chester Evening  News  football  supple- 
ment in  August,  and  the  redemptions  ran 
into  four  figures,  and,  say  Cussons,  are 
still  coming  in  (Cussons  Sons  &  Co  Ltd, 
Kersal  Vale,  Manchester). 

Shulton  announce  new  packs  aimed  at  a 
wider  age  group  for  their  Desert  Flower 
range  which  includes  the  Desert  Flower 
fragrance,  perfumed  cologne,  hand  and 
body  lotion  and  perfumed  talc 


!IMM!r::i 


i-n  =  London;  M  =  Midland;  Lc  =  Lancashire; 
Y  =  Yorkshire;  Sc  =  Scotland;  WW  =  Walet 
and  West;  So  =  South;  NE  =  North-east;  A  = 
Anglia;  U  =  Ulster;  We  =  Westward;  B  = 
Border;  G  =  Grampian:  E  =  Eireann;  CI  — 
Channel  Islands. 

Alka-Seltzer:  Ail  areas 
Brylcreem:  All  except  U,  B 
Calgon:  So 
Clinomyn:  So 
Ironplan:  E 
Lil-lets:  Ln 

Lucozade:  All  except  E,  CI 

Reban:  All  except  E 

Ry-king  crispbread:  M 

Sellers;  Ln,  M,  Lc,  Sc,  WW,  So,  NE  A, 

U  G 

Tegrin  medicated  shampoo:  So 
Tweed  perfume:  Ln,  M,  Lc,  Y,  So 
Zoflora:  M 

PRESCRIPTION 
SPECIALITIES 

PHENERGAN  COMPOUND  linctus 

Manufacturer  May  &  Baker  Ltd,  Dagenham, 
Essex,  RM10  7XS 

Description  Strawberry-flavoured  linctus  con- 
taining in  5ml :  promethazine  hydrochloride 
5mg,  ipecacuanha  liquid  extract  0  01ml,  potas- 
sium guaiacolsulphonate  45mg  and  citric  acid 
65mg. 

Indications  Symptomatic  relief  of  nasal  and 
bronchial  congestion 

Dosage  Children  up  to  5  years,  2-5ml ;  5-10 
years,  2-5-5ml ;  over  10  years,  5-10ml — to  be 
given  two  or  three  times  a  day  or  as  directed. 
Side  effects  Slight  drowsiness  may  occur 
Dispensing  diluent  Syrup  BP 
Pack  Bottle  of  125ml 
Supply  restrictions  PI,  S7 
Issued  September  4,  1972 


Select  your  order  from 
the  following  list 

'  \ 

PENICILLIN  V  125mg. 

PENICILLIN  V  250mg, 

OX YTETRAC YCLI N E  S/C  250mg. 

TETRACYCLINE  HYD.  S/C  250mg. 

OXYTETRACYCLINE  SYRUP  lOOml. 
1 25  mg.  per  5  ml. 

OXYTETRACYCLINE  SYRUP  500ml. 
1 25  mg.  per  5  ml. 

PHENOXYMETHYLPENICILLIN  ELIXIR 
125  mg.  per  5  ml.  8c  62.5  mg.  per  5  ml. 

PHENOXYMETHYLPENICILLIN 
MIXTURE  125mg.  per  5  ml. 

 J 

If  you  wish  to  take  advantage  of 
this  offer  ask  your  Kerfoot 
representative  for  details 

J*. 

^I-E  OF  BARDSLEY  ASHTON-U-LYNE  LANCS. 
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New  pack  and  market 
position  for  Biovital 

Biovital  is  to  be  re-launched  with  new 
packaging  and  a  new  market  position. 

Behind  the  plans — announced  this  week 
by  the  makers,  Dr  Schieffer-International 
of  Cologne,  and  UK  distributors,  Radiol 
Chemicals  Ltd,  Stepfield,  Witham,  Essex 
— is  a  wide  ranging  market  research  study 
carried  out  earlier  this  year. 

"Our  aim  now  is  to  make  Biovital  the 
leading  liquid  multi-vitamins  plus  iron 
brand  in  the  United  Kingdom,  just  as  it 
already  is  in  West  Germany  and  many 
other  countries",  says  Mr  Karl  Stremming, 
managing  director  of  Dr  Schieffer-Inter- 
national. 

On  the  continent,  Biovital  has  been 
sold  neither  as  a  pure  vitamin  and  iron 
supplement,  nor  as  a  tonic,  but  as  a  pro- 
duct that  will  assist  in  maintaining  the 
body's  "total  health"  (until  now,  this  has 
been  translated  as  "for  vital  living"  on 
British  packs).  But  the  latest  research  has 
shown  that  the  British  market  requires  a 
different  strategy,  and  Biovital  is  to  be 
re-positioned  in  the  "multivitamins  plus 
iron"  sector — as  the  "easy  to  take"  pre- 
paration. 

The  new  packaging  was  developed 
primarily  to  this  end.  The  pack  is  attrac- 
tive, aiming  to  "do  justice  to  the  high 
quality  of  the  product",  and  to  give  an 
immediate  impression  of  both  authority 
and  value  for  money.  Colours  are  mainly 
bright  red  and  white  with  the  Biovital 
bottle  in  brown  on  the  front  panel  plus 
the  slogan  "So  easy  to  take  —  drink  a 
measure". 

Allied  to  the  new  packaging  is  a  Bio- 
vital medical  measuring  glass,  presented 
free  in  matching  pack,  which  ensures  that 
the  correct  dosage  is  being  taken. 

There  is  no  change  in  the  price  struc- 
ture, but  from  September  1  an  extra 
discount  of  10  per  cent  will  be  available 
to  chemists  on  all  direct  orders  for  18 
or  more  bottles.  Chemists  may  also  add 
6  packs  of  Biovital  on  direct  orders  of 
£12  or  more  of  Radian/Radiol  products 
to  qualify  for  the  10  per  cent  discount 
terms. 

Nystan  suspension  change 

E.  R.  Squibb  and  Sons  Ltd,  Moreton, 
Wirral,  Cheshire,  announce  that  on  Sep- 
tember 4  the  current  Nystan  for  Oral 
Suspension  available  as  dry  granules  for 
reconstruction,  will  be  replaced  by  a  ready 
mixed  suspension  formulation.  The  new 
formulation  is  of  equal  potency,  con- 
taining 100,000  units/ml,  it  is  cherry/mint 
flavoured  and  will  be  available  in  bottles 
of  30ml  (£0-85  trade). 

The  suspension's   improved   flavour  is 


intended  to  make  it  a  palatable  alternative 
to  Nystan  tablets.  It  need  not  be  dis- 
carded seven  days  after  dispensing,  allow- 
ing a  full  course  of  treatment  in  excess 
of  one  week  to  be  dispensed  against  a 
prescription.  The  product  bears  a  two-year 
expiry  date  and  the  name  Nystan  Sus- 
pension Ready  Mixed. 

Ironplan  in  Eire 

Ironplan  tonic  capsules  are  being  launched 
in  Eire  by  Eamon  J.  Bodkin  Ltd,  40 
Ballygall  Road  East,  Glasnevin,  Dublin, 
on  behalf  of  Menley  &  James  Laborato- 
ries. A  TV,  radio  and  press  advertising 
campaign,  the  equivalent  of  an  £80,000 
campaign  in  the  UK — will  use  five-second 
TV  spots  on  Telefis  Eireann,  and  30- 
second  commercials  on  Radio  Eireann. 
This  first  phase  of  the  campaign  will 
continue  until  December. 

Press  advertising  will  include  the  89,000 
circulation  Woman's  Way  magazine,  the 
Sunday  Press,  Sunday  Independent  and 
Irish  Independent. 

Falcon  ingredients 

Falcon,  the  new  men's  range  from 
Beecham  toiletries  division.  Great  West 
Road,  Brentford,  Middlesex,  has  Irgasan 
DP  300  as  an  active  ingredient  in  all 
three  products — hair  spray,  hair  dressing, 
and  anti-perspirant  and  deodorant  spray. 
The  anti-perspirant  and  deodorant  spray 
contains,  in  addition,  aluminium  chlor- 
hydrate  (corrected  note). 

Syntometrine  batch  numbers 

Sandoz  Products  Ltd,  41  Upper  Grosvenor 
Street,  London  W1X  0AL,  say  that  con- 
fusion has  been  caused  with  the  batch 
numbering  of  Sy  notometrine.  In  the  autumn 
of  1971,  pharmacists  were  advised  that 
ampoules  with  batch  numbers  of  84190 
or  lower  should  not  be  used.  In  January 
of  this  year  the  batch  numbering  cycle 
reverted  to  01.  As  a  result,  some  concern 
is  being  expressed  unnecessarily,  Sandoz 
report.  Ampoules  with  batch  numbers 
starting  with  zero  are  correctly  labelled 
with  the  9-month  expiry  date.  With  this 
short  shelf  life  the  company  asks  pharma- 
cists to  keep  only  minimum  stocks  and 
to  order  as  required. 

Discontinued  product 

Stocks  of  Obin,  Pfizer  brand  metformin 
hydrochloride,  500mg  tablets  in  packs  of 
100  are  now  exhausted  and  no  further 


supplies  will  be  made  available  by  Pfizer 
Ltd.  Sandwich,  Kent.  Obin  has  been 
deleted  from  their  list. 

Trade  shows 

Thomas  Waide  &  Sons  Ltd  are  to  hold 
a  reception  and  private  exhibition  on 
October  9-11  to  coincide  with  Pakex  72.  It 
will  take  place  at  the  Park  Court  Hotel, 
London  W2. 

A  wide  ranging  display  of  Waide's 
packaging  materials  will  be  shown  includ- 
ing samples  of  the  company's  gold  block- 
ing and  bronzing  work  and  examples  of 
varnishing  of  cartons  and  labels. 

The  reception  will  be  staffed  by  doctors 
and  senior  managers  of  the  company. 
Waides  intend  to  entertain  a  large  number 
of  buyers  of  packaging  from  Common 
Market  countries.  This  ties  in  with  the 
company's  policy  of  extending  its  sales  to 
Europe  as  soon  as  the  UK  becomes  a 
full  member  of  the  community. 

Further  details  from  the  Marketing 
manager,  Thomas  Waide  &  Sons  Ltd,  PO 
Box  140,  Leeds  LSI  1QE. 

Rubinstein's  grey  eyes 

To  tie  in  with  their  autumn  "Chimera 
Look",  Helena  Rubinstein  Ltd,  31  Davies 
Street,  London  Wl,  are  introducing  Big 
Grey  Eyes  kits  of  shadows  (£1.20),  com- 
prising Iced  Quartz,  Slate,  Agate  and 
Jasper,  and  due  on  sale  mid-September. 


Pharmaceutical  Specialities  (May  & 
Baker)  Ltd,  Dagenham  Essex  RM10  7XS, 
on  the  125ml  packs  of  Phensedyl  cough 
linctusand  Tixylix  children's  cough  linctus, 
20  invoiced  as  18  (until  February  28). 
Through  usual  wholesalers.  Higher  bonus 
terms  for  larger  quantities  are  available 
through  the  company's  medical  represen- 
tatives. 

Lilia-White  (Sales)  Ltd,  Charford  Mills, 
Birmingham  8.  Golden  Babe  cotton  wool 
balls,  Golden  Babe,  pleated  wool.  12 
invoiced  as  11. 

Boots  Co  Ltd,  Thane  Road,  Nottingham 
NG2  3AA  Strepsils,  Fenox.  Special  bonus 
terms  through  wholesalers. 

May  &  Baker  Ltd,  Dagenham,  Essex 
RM10  7XS.  Phenergan  Compound  linctus, 
125ml.  10  for  the  price  of  9  until  Feb- 
ruary 28,  1973. 

Thomas  Kerfoot  &  Co  Ltd,  Vale  of 
Bardsley,  Ashton-under-Lyme,  Lanes.  5 
100ml  phenoxymethylpenicillin  elixir  125 
mg  and  5  100ml  penicillin  G  syrup  125mg 
free  with  £25  orders  for  a  selected  list 
of  preparations  (see  p  336)  (until  October 
6). 

Correction 

The  bonus  offer  in  C&D  August  19  which 
applied  to  Vicks  Sinex  was  incorrect.  In 
fact,  Richardson-Merrell  Ltd,  20  Savile 
Row,  London,  Wl,  are  offering  to  indepen- 
dent retail  pharmacists  on  direct  orders 
qualifying  for  10  per  cent  to  121  per  cent 
terms  an  extra  15  per  cent  on  the  first 
one  dozen  Sinex. 
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This  year's  sales 

Looks  like  LadyJ 

leaving  th< 

Why  Lady  Jay  ne  stands  are  leaving  the  rest  standir 

Lady  Jayne  has  everything  it  takes  to  b 
successful. 

First  of  all,  because  there's  a  wider  choic 
of  display  stands,  you  can  choose  one  that  suit) 
your  store  perfectly. 

The  display  cards  are  designed  to  sho\ 
Lady  Jayne  products  at  their  most  attractive. 

And  the  stands  are  designed  to  show  th< 
display  cards  at  their  most  attractive. 

So  naturally,  they  attract  a  lot  of  attention) 
On  top  of  all  this,  Lady  Jayne  has  th< 
widest  range  of  hair-can 
goods  available 
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ready  up  by  52%. 

hair  products  are 
t  standing. 


There's  more  choice  for  your  customers. 
So  there's  more  chance  that  they'll  find 
lething  they  want  to  buy. 

When  you  take  all  this  into  consideration, 
not  surprising  that  Lady  Jayne's  sales  have 
le  up  by  52%. 

jre's  a  lot  more  to  come. 

To  make  Lady  Jayne  even  more  successful, 
re  is  now  a  new  range  of  fast  moving  fashion 
:essories;  all  sorts  of  slides,  bobbles,  barettes 
1  buckles. 

And  all  prettily  packed  to  hang  on  a  new 
ripact  Lady  Jayne  display  stand. 

So  whether  you  stock  Lady  Jayne's  hair- 
e  range  or  the  new  range  of  fashion  accessories, 
30th,  your  stock  won't  stand  still  for  long. 


Ladyjayi^e 
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Where  to  get  the  stands 
that  leave  the  rest  standing. 


Amglen  Limited,  25  Highfield  Road, 
Bushey,  Herts. 

Barnetts  (Southend)  Ltd.,  Firtree 
House,  24  East  Street,  Rochford,  Essex. 

D.  J.  Britton  (Bristol)  Ltd.,  6  Roman 
Road,  Easton,  Bristol. 

Channel  Island  Agencies  Ltd., 
7a  Charing  Cross,  St.  Helier,  Jersey, 
Channel  Islands. 

C.R.  Crosskill  &  Sons  Ltd.,  Calvert 
Works,  Norwich,  Norfolk. 

E.  Davids  &  Co.  Limited,  378  Essex 
Road,  London  N.l. 

Wm.  Davidson  Limited,  Craigshaw 
Drive,  West  Tullos  Estate,  Aberdeen, 
AB9  8BE. 

Estcourt  Associates,  95/97 
Northmoor  Road,  Manchester  12. 

Fernan  (Sundries)  Ltd.,  Cunningham 
Road,  Springkerse  Estate,  Stirling. 

T.J.  Havard,  70  High  Street,  Skegness. 

S.  Haydock  Limited,  19/25  North 
Derby  Street,  Belfast  1. 

J.  Stanley  Holmes,  270  Northgate, 
Cottingham,Yorks. 

Rowland  James  Limited,  Gors  Road, 
Swansea. 

Jan-Kraft,  87  Candleriggs, 
Glasgow  C.l. 


D.L.  Kirkpatrick  &  Son  Ltd., 

246B  Newtownards  Road,  Belfast  5. 

Wm.  Knotts  (Ayr)  Ltd.,  Apex  House, 
1  Carrick  Road,  Ayr. 

Macton  (South  Wales)  Ltd.,  Cardiff 
Road,  Taffs  Well,  Cardiff. 

McWaters  &  Co.  Ltd.,  54  Hammond 
Street,  Preston,  PR17NT 

George  Mitchell  &  Co.  Ltd., 
80  Elswick  Road,  Newcastle-on-Tyne  4. 

Muirs  of  Nottingham,  8-10  Easthorpe 
Street,  Ruddington,  Nottingham. 

Murray  &  Sons,  Market  Street, 
Eastleigh,  Hants. 

R.A.  Norris  &  Co.  (Reading)  Ltd., 
Bridgewater  Close,  Reading,  Berks. 

Hugh  Reynolds  (Chemist  Sundries) 
Ltd.,  14  Springvalley  Gdns.,  Morningside, 
Edinburgh  10. 

Rotherham  &  Company,  214  Alcester 
Road  South,  Kings  Heath,  Birmingham  14. 

Rudge  Roberts  Ltd.,  Broughton 
Street,  Waterloo  Road,  Manchester, 
M88AH. 

Sherlock  Bros.  Limited,  355  357  City 
Road,  London  E.C.I. 

A.L.  Simpkin  &  Co.  Ltd.,  Hunter 
Road,  Sheffield,  S64LD. 


A.V.  Sorge  &  Co.  Ltd.,  5a  Gravelly 
Lane,  Erdington,  Birmingham  23. 

Supervite  Manufacturing  Co.  Ltd., 
107/9  Great  Eastern  Street,  London  E.C.2. 

Thomas  Swales  Ltd.,  St.  Stephens 
Road,  Leeds  9. 

Unichem  Limited,  Crown  House, 
Morden,  Surrey. 

Unichem  Limited,  Pool  Road, 
Nuneaton,  Warks. 

Unichem  Limited,  1  Howarth  Place, 
Leeds  7. 

United  Chemists  Association  Ltd., 

Ucal  Works,  Cheltenham,  Glos. 

Vernon  Powell  Limited,  Verona 
House,  54  Selsdon  Road,  South  Croydon, 
Surrey. 

J.G.  Wain,  Culverden  Square,  St. 
John's,  Tunbridge  Wells,  Kent. 

Western  Trading  Co.,  32a  Allensbank 
Crescent,  Whitchurch  Road,  Cardiff. 

Robert  Whitelaw  (Aberdeen)  Ltd., 
51  Woolmanhill,  Aberdeen. 

Williamson  &  Co.  (Cornwall)  Ltd., 
Redruth,  Cornwall. 

Wyleys  Limited,  (Hyde  &  Entwhistle), 
Crackley  Trading  Estate,  Princes  Drive, 
Coventry  Road,  Kenilworth,  Warwickshire. 


I 
I 


For  further  information,  fill  in  the  coupon  below  and  post  to 
Mr.  Michael  Laughton,  Laughton  &  Sons  Limited, 
Warstock  Road,  Birmingham  B14  4RX 

Name  


Position  

Name  of  Company 
Address  


Lady  Jayrje  j 
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COMMENT 


Fair's  fair 

"A  much  better  and  fairer  system" — that  is  how  the 
Chancellor  of  the  Exchequer,  Mr  Anthony  Barber,  des- 
cribes value  added  tax  in  his  introduction  to  the  first 
Customs  and  Excise  VAT  Bulletin. 

But  the  smaller  retailer  must  surely  react  with  the 
question  "Fairer  to  whom?"  VAT-day  is  a  mere  seven 
short  months  away,  and  the  start  of  registration  for  tax 
purposes  only  one  month  for  those  at  the  beginning  of 
the  alphabet.  Yet  it  seems  that  many  details  of  the  VAT 
changeover  are  even  now  in  the  melting  pot — and  those 
that  do  show  themselves  in  their  final  form  have  an  ugly 
shape  about  them. 

Nothing  has  caused  more  resentment  than  the  schemes 
being  devised  to  "overcome"  double  taxation — value 
added  tax  being  levied  on  purchase-tax-paid  goods. 
Details  of  one  such  scheme,  involving  sale-or  return,  have 
just  been  spelled  out  for  those  whose  appreciation  of 
Regulations  (in  the  form  of  Statutory  Instruments)  is 
not  all  that  it  might  be. 

The  Customs  and  Excise  explanatory  notice  tells  us 
that  any  retailer  wishing  to  take  advantage  of  the  sale- 
or-return  system  (under  which  goods  remain  the  property 
of  the  supplier  and  untaxed  until  "adopted"  by  the 
retailer)  must  "keep  records  and  furnish  statements". 

First,  the  records.  These  must  be  kept  for  goods 
received  on  sale-or-return  terms  between  October  1,  1972 
and  March  31,  1973,  and  must  include  full  details  of  sup- 
plier, dates,  quantities,  description,  "with  sufficient  par- 
ticulars to  enable  the  goods  to  be  identified"  (including  the 
date  and  serial  number  of  any  invoice,  etc).  The  date  and 
method  of  disposal  of  the  goods  must  also  be  recorded, 
and  the  records,  supported  by  all  the  relevant  documents, 
must  be  kept  for  two  years. 

Next,  the  statements.  These  must  be  furnished  to  sup- 
pliers for  the  quarters  ending  December  31,  1972,  and 


March  31,  1973  (and  for  any  intervening  periods  should 
the  Chancellor  feel  moved  to  make  a  further  change  in 
purchase  tax  rates).  The  statements  must  give  details  of 
goods  "adopted"  during  the  quarter  and  particulars  of 
goods  remaining  "unadopted"  but  still  in  his  possession. 
Such  statements  must  be  furnished  within  15  days  of  the 
end  of  the  relevant  period. 

Not  surprisingly,  Customs  and  Excise  are  demanding 
that  the  supplier  should  "ensure  that  prospective  sale-or- 
return  customers  .  .  .  can  and  will  comply  with  these 
requirements  (in  particular  there  must  be  some  method 
of  identifying,  by  serial  numbers  or  other  similar  means, 
the  adopted  goods  to  which  sale-or-return  statements 
relate)". 

No  wonder  there  has  been  comment  from  trade  orga- 
nisations that  only  the  larger — dare  we  say  "document 
conscious"  — retailers  can  possibly  benefit  from  the  con- 
cession. No  wonder  some  of  these  larger  retailers  have 
been  able  to  promise  lower  prices  from  the  beginning 
of  the  tax  holiday:  they  will  have  nothing  to  lose.  No 
wonder  the  National  Pharmaceutical  Union  has  advised 
its  members  to  reduce  their  stocks  to  a  minimum  between 
now  and  the  tax  holiday,  with  all  the  attendant  dangers 
of  lost  sales. 

Chancellor's  warning 

Yet  the  Chancellor,  even  in  this  first  "VAT  message" 
is  warning  retailers  to  pass  the  full  purchase  tax  and 
selective  employment  tax  earnings  on  to  the  consumer, 
and  to  ensure  they  add  their  mark-up  only  to  the  tax- 
exclusive  price — or  they  may  "find  themselves  undercut 
by  their  competitors". 

It  can  be  guaranteed  that  the  Government  will  ensure 
the  housewife  is  on  the  lookout  for  these  price  cuts,  and 
the  well-placed  multiple  will  ensure  that  she  finds  them. 

In  the  long  run  VAT  may  be  a  fairer  tax.  But  please. 
Mr  Barber,  be  fair  to  all  in  its  introduction. 


Pharmaceutical  and  Cosmetic  Firms, 
USA,  second  edition.  Noyes  Data  Cor- 
poration, Noyes  Building,  Park  Ridge, 
New  Jersey  07656,  USA.  10i  x  8in. 
Pp  278.  $24. 

A  list  of  companies  giving  their  addresses, 
chief  executive,  types  of  materials  handled, 
brand  names  and  indication  of  size  occu- 
pies the  bulk  of  the  pages.  The  list  is 
followed  by  an  index  of  companies,  sub- 
sidiaries and  divisions  together  with  a 
separate  brand  name  index. 

(Arte  Monographs  on  the  Evaluation  of 
Carcinogenic  Risk  of  Chemicals  to  Man, 
Volume  1.  World  Health  Organisation. 
Available  in  Great  Britain  from  HM 
Stationery  Office,  49  High  Holborn, 
London  WC1V  6HB.  Pp  184.  £0-40. 
Many  hundreds  of  compounds  have  been 
shown  to  be  carcinogenic  in  experimental 


animals  but  that  does  not  necessarily 
mean  that  they  are  carcinogenic  in  man. 

The  International  Agency  for  Research 
on  Cancer  is  compiling  a  compendium  of 
potentially  carcinogenic  substances  and 
making  an  estimate  of  the  size  of  carcino- 
genic risks  to  man. 

Existing  experimental  data  is  being 
evaluated  by  the  Agency  which  publishes 
in  its  first  volume  19  monographs.  The 
monographs  have  been  finalised  by  a 
group  of  experts  from  research  centres  in 
a  number  of  countries. 


Help  Yourself.  Distributive  Industry  Train- 
ing Board,  Maclaren  House,  Talbot  Road, 
Stretford,  Manchester  M32  OFP.  Colour. 
Running  time  18  minutes. 
The  film  stars  Stratford  Johns  (Detective 
Chief  Superintendent  Barlow  of  the  BBC 
"Softly,  Softly"  television  series)  and  also 


features  members  of  the  Bristol  City 
Police  who  collaborated  in  the  working  of 
the  film. 

An  estimated  £225m  a  year  is  said  to  be 
lost  through  pilferage  in  the  distributive 
industry.  The  film  is  intended  to  bring 
home  the  size  of  the  problem  and  to  give 
advice  on  security  precautions  and  mech- 
anical aids,  stock  control  systems,  and  the 
selection  and  training  of  staff. 

Copies  of  the  film  can  be  borrowed 
from  DITB  area  offices  from  the  beginning 
of  September.  Prints  of  the  film  can  also 
be  purchased  for  £60. 


Pharmaceutical  committee 

South-west  London  and  Surrey.  Chair- 
man, E.  Thompson:  vice-chairman,  F.  R. 
Jamieson;  treasurer,  E.  Thompson: 
secretary,  F.  C.  Wilson,  28  Worple  Road, 
London  SW19  4EE. 


344 — Chemist  &  Druggist    September  2,  1972 


One  pharmacist 
and  his  hobby: 
model  engines 


The  great  majority  of  pharmacists  in 
retail  declare  that  after  they  have  finished 
a  day's  work  in  the  pharmacy  they  have 
too  little  time  to  spare  to  pursue  a  hobby, 
but  there  are,  as  always,  exceptions  to  the 
rule,  and  one  such  is  Mr  E.  F.  Stratton, 
proprietor  of  a  pharmacy  in  East  Cowes 
on  the  Isle  of  Wight.  His  hobby  over  the 
last  16  years  or  so  has  been  the  building 
of  model  engines. 

'Expensive' 

Of  course  he  would  be  the  first  to  claim 
that  he,  too,  had  insufficient  time  to  devote 
to  this  pursuit  which  is  extremely  expen- 
sive in  terms  of  time  as  well  as  of  money. 

From  the  financial  angle  he  says  that  as 
a  result  of  suppressing  "  an  inordinate 
thirst  as  well  as  an  addiction  to  cigarettes" 
he  found  there  was  some  spare  cash  avail- 
able to  acquire  the  lathes  and  other  equip- 
ment so  necessary  if  he  was  to  achieve 
his  ambition  of  building  locomotives. 
There  was  also  some  spare  time.  That 
was  in  1956  and  since  then  he  has  built 
several  engines,  two  of  which  have  won 
the  Isle  of  Wight  Model  Engineering 
Club's  championship  cup. 

Now  in  his  early  sixties,  Mr  Stratton 
recalls  that  when  he  was  about  eight  years 
old  he  had  the  wonderful  experience  of 
riding  footplate  on  a  Drummond  T14 
paddlebox  down  Honiton  Bank.  "This  hot, 
pulsating,   odorous,   precise   monster  left 


in  me  an  insatiable  desire  to  build  steam 
locomotives",  he  adds. 

How  he  came  to  be  on  the  footplate  is 
explained  by  the  fact  that  his  father  was 
an  engine  driver  on  the  London  South- 
western Railway  and  that,  too,  might 
have  a  bearing  on  his  love  for  engines. 

Mr  Stratton  hails  from  Salisbury;  he 
qualified  in  Edinburgh  in  1933  and  after 
a  period  with  Boots,  opened  his  own  phar- 
macy at  East  Cowes  in  1950. 


"know-how"  to 
replied   he  had 


Learning  by  mistakes 

Asked  how  he  got  his 
build  the  machines  he 
gained  a  lot  from  books  but  had  learned 
most  from  his  mistakes.  He  had  not  re- 
ceived any  engineering  tuition  and  had 
never  been  in  an  engineer's  workshop. 
Nevertheless,  his  advice  to  anyone  asking 
how  they  could  take  up  the  same  hobby 
is :  "You  must  really  want  to  do  it  and 
have  extreme  patience  because  you  cannot 
see  the  wheels  turn  next  week". 

At  the  request  of  his  wife,  Mr  Stratton 
made  a  ly-inch  scale  Burrell  agricultural 
engine,  the  type  of  engine  that  was  a 
common  sight  at  threshing  days  before 
the  diesel  tractor  took  over.  This  occupied 
all  his  spare  time  for  three  years.  He  is 
currently  building  a  2-inch  scale  show- 
man's road  locomotive.  He  admits  to 
"spending  days  and  weeks"  studying  a 
drawing  and  casting,  wondering  which  will 


The  1iin  scale  Burrell  agricultural  engine 

be  the  best  way  to  tackle  a  problem  and 
then  quite  suddenly  the  solution  appears. 
He  reckons  that  the  showman  will  take 
five  years  of  his  time. 

On  the  day  C&D  visited  Mr  Stratton's 
home,  he  had  a  5-inch  gauge  Southern 
Railway  T9  engine  on  the  track  he  has 
built  in  his  garden.  Towering  above  them 
were  his  runner  beans  in  full  bloom. 

No  one,  it  seems,  will  make  a  fortune  in 
building  such  models  for  sale.  In  1968  he 
sent  two  of  his  engines  to  a  well-known 
firm  of  auctioneers  in  London,  but  both 
failed  to  reach  the  reserve  price  of  £1,000 
each.  However,  their  value  has  enhanced 
considerably  since  then  and  he  is  glad  to 
still  have  the  two  engines  in  his  possession. 

An  essential  to  a  successful  hobby  he 
believes,  is  an  understanding  wife  and  in 
that  respect  he  has  been  lucky.  Perhaps 
the  making  of  the  Burrell  model,  now  to 
be  seen  on  the  sideboard,  has  helped! 

The  hobby  has  brought  him  untold 
pleasure  and  being  somewhat  "disillusion- 
ed" with  the  pattern  of  pharmacy  today, 
he  is  looking  forward  to  retiring  as  soon 
as  he  can  so  that  he  can  spend  more 
time  in  his  workshop. 


Mr  Stratton  shows  his  Southern  Railway  79  engine  on  the  track  he  has  built  in  his 
garden 


South  London  and  Surrey  Pharmacists  Golf- 
ing Society.  Winner  of  the  Verona  and 
Captain's  prize  at  a  meeting  at  Walton 
Heath  on  July  19  was  Mr  F.  Jamieson  (10-4) 
39.  Second  was  Mr  George  Philp  (20)  38 
and  third  Mr  Pierce  Power  (16-3)  38.  Other 
prize  winners :  14  and  under,  Mr  Ron 
Hedges  (8-1)  36;  15  and  over,  Mr  Derrick 
Hobsrn  (18)  37;  special,  Mr  Keith  Pidding- 
ton  (36)  36;  first  nine,  Mr  Dave  Spier  (20) 
and  second  nine,  Mr  Ted  Jobling  (19). 
Winner  of  the  Raimes  tankard  at  the  Edin- 
burgh Chemists'  Golf  Club  meeting  at 
Baberton  recently  was  Mr  E.  Wright  (28)  70. 
Best  scratch  was  Mr  J.  B.  McCaig  79. 


i 
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HOSPITAL  PHARMACY  FORUM 

Biopharmaceutics — 
what  next? 


In  recent  years  it  has  been  proved  beyond  all 
possible  doubt  that  formulation  can,  and 
sometimes  does,  exert  a  profound  effect  on 
the  therapeutic  activity  of  a  drug.  It  is  also 
known  that  some  drugs  are  affected  more 
than  others  and  that  in  all  probability  the 
effect  of  formulation  on  the  majority  is  no 
more  than  marginal. 

Pharmacists,  who  claim,  with  good 
reason,  to  have  an  expert  knowledge  of  the 
properties  of  drugs  and  of  their  formulation 
as  medicines  have  coined  the  word  'bio- 
pharmaceutics" to  cover  the  study  of  factors 
which  determine  the  biological  availability 
of  a  drug  from  its  pharmaceutical  prepara- 
tions and  the  subject  is  now  included  in  the 
curriculum  for  most  degree  courses  in 
pharmacy.  Nevertheless  research  in  the  field 
of  biopharmaceutics  by  pharmacists  is 
subject  to  severe  restrictions  and  in  all 
probability  this  accounts  for  the  almost 
complete  absence  of  published  work  on  the 
subject  emanating  from  British  schools  of 
pharmacy. 

Pharmacists  sometimes  come  in  for  criti- 
cism when  they  claim  to  be  able  to  advise 
doctors  on  the  use  of  drugs  in  the  treatment 
of  disease.  Their  critics  point  out  that  every 
scrap  of  the  pharmacists  knowledge  of 
therapeutics  has  been  obtained  at  second  hand 
by  reading  accounts  of  work  done  by  doctors. 
No  pharmacist  is  in  a  position  to  verify 
what  he  reads  by  experiment,  and  that  must 
severely  detract  from  the  value  of  the  advice 
ne  gives.  What  he  is  doing,  in  fact,  is  to 
:ollect  and  collate  facts  elicited  by  doctors 
ind  published  in  journals  written  by  and  for 
doctors,  simply  in  order  to  pass  them  on  to 
Dther  doctors. 

Tenders 

Much  the  same  kind  of  thing  could  easily 
happen  in  the  field  of  biopharmaceutics  and 
f  any  proof  is  needed  one  has  only  to  ob- 
serve the  proceedings  at  committees  charged 
mXh  responsibility  for  the  purchase  of  drugs 
ind  medicines  for  use  in  the  hospital  service 
Dy  competitive  tender.  Let  us  assume  that 
several  tenders  for  tetracycline  tablets  are 
ander  consideration.  It  is  reported  that  all 
he  samples  submitted  comply  with  phar- 
nacopoeial  requirements  but  one  supplier's 
Jrice  is  substantially  below  the  rest. 

How  is  a  choice  to  be  made?  Most  of  us 
#ho  have  had  experience  of  this  type  of 
:ommittee  are  only  too  well  aware  that  more 
)ften  than  not  the  decision  is  made  by  a 
process  not  very  different  from  that  by 
vhich  a  housewife  makes  her  choice  of  a 
cashing  powder,  and  that  does  little  to 
ustify  the  pharmacists  claim  to  be  an  expert 
)n  drugs.  In  actual  fact,  assuming  that 
ill  the  samples  satisfied  pharmacopoeial 
equirements,  and  all  other  things  being 
:qual,  a  scientific  assessment  could  be  made 
luite  easily  by  administering  a  given  dose 
}f  each  sample  to  a  panel  of  volunteers  (in  all 
probability    obtained    from    the   staffs  of 


members  of  the  committee)  and  plotting  a 
curve  of  the  resultant  blood  levels  against 
time.  One  would  think  that  every  pharma- 
ceutical student  who  claimed  to  have  even  an 
elementary  knowledge  of  biopharmaceutics 
would  have  carried  out  this  kind  of  experi- 
ment as  part  of  his  practical  work.  In  practice 
very  few  indeed  have  done  so  because  of  the 
long  established  convention  that  only 
registered  medical  practitioners  should  be 


JL 

J 

< 

h 

Unenlightened 

It  is  with  stupified  and  incredulous  amaze- 
ment that  1  read  no  radical  changes  are 
needed  in  pharmacy.  The  complacency 
with  which  the  rate  of  closures  is  quoted 
as  being  stemmed  is  astounding. 

Is  any  consideration  ever  given  to  the 
patient  these  days?  When  all  the  one  man 
businesses  have  finally  closed  their  doors 
for  the  last  time  there  will  be  a  state  of 
social  change  and  chaos  only  paralleled 
by  the  Black  Death.  Recently  I  travelled 
through  the  South  of  England  from 
Gloucester  to  Hereford  and  on  to 
Dolgellau. 

I  was  appalled  by  the  closures  and  lack 
of  pharmaceutical  services  with  the 
dominance  of  supermarkets.  In  my  opinion 
the  replacement  of  a  chemist's  shop  by  a 
betting  shop  is  sheer  worship  of  the 
Golden  Calf. 

There  is  a  sign  of  enlightenment  in  the 
world  but  not  in  the  West.  The  Japanese 
Government  has  issued  a  report  on  the 
principles  of  educational  reform,  directed 
towards  the  development  and  happiness 
of  the  individual.  This  is  a  far  cry  from 
the  rat  race  as  practised  here  and  the 
eventual  demise  of  the  Pharmaceutical 
Society. 

Norman  Butler 

Crawley,  Sussex 

Too  critical  ? 

I  was  pleased  that  E.  C.  Tenner,  in  my 
view,  corrected  matters  by  his  approach 
to  the  Linstead  working  party  report 
which  was  so  different  to  that  of  your 
comment,  in  which  I  thought  you  were  too 
critical  of  Sir  Hugh. 

I  feel  that  a  committee  under  another 
chairman,  and  however  composed,  would 
have  come  to  the  same  decisions  as  given 
in  the  report.  I  am  a  little  perplexed  by 
the  contractors  committee  decision  to  be 
critical  of  what  are  the  less  important 


permitted  to  take  samples  of  blood  from  the 
veins  of  a  human  subject.  In  the  vast 
majority  of  cases  the  procedure  is,  of  course, 
perfectly  harmless,  but  in  the  event  of  a 
reaction  the  pharmacist  might  find  himself 
in  an  unenviable  position.  That  fact  alone 
must  obviously  impose  very  severe  limita- 
tions on  research  and  investigational  work 
in  biopharmaceutics  by  pharmacists,  unless 
of  course  they  are  members  of  a  team  led 
by  a  doctor  who  can  accept  liability  when 
accidents  occur. 

There  is  thus  a  possibility  that  even  in  this 
new  field  of  pharmacy,  which  only  a  year  or 
two  ago  seemed  to  offer  so  many  interesting 
prospects,  pharmacists  may  once  again  find 
themselves  cast  in  the  role  of  purveyors  of 
secondhand  information  simply  because  they 
are  not  in  a  position  to  make  observations  at 
first  hand. 


sections.  But  there  of  course  still  remains 
the  question,  what  is  the  Pharmaceutical 
Society  going  to  do  about  it? 

Independent 

We  regret  the  suggestion  that  we  were 
too  critical  of  Sir  Hugh — we  were  disap- 
pointed with  the  whole  working  party's 
report  and  not  implying  that  one  indivi- 
dual was  at  fault.  The  view  expressed  by 
E.  C.  Tenner  is  that  of  an  independent 
pharmacist  and  was  published  because  we 
recognise  that  opposing  views  can  be 
sincerely  held. — Editor. 

Life  savers 

We  note  your  recent  article  of  Mr  Grant's 
idea  for  safer  medicines  and  are  surprised 
to  see  no  reference  to  our  well  estab- 
lished products  based  on  the  emetic  com- 
bination principle.  These  preparations  are 
Amylomet,  Butomet,  Cyclomet  and  Phe- 
nomet,  and  all  combine  a  barbiturate 
with  sufficient  emetine  to  produce  emesis 
with  a  high  but  sub-lethal  dose.  Over 
25,000,000  of  these  tablets  have  been 
prescribed  in  the  last  20  years  and  no 
fatalities  have  been  reported  using  them. 
There  seems  little  doubt  that  they  have 
saved  many  lives. 

At  present  we  are  investigating  more 
widespread  use  of  the  emetic  combina- 
tion principle  and  have  a  new  formula 
undergoing  trials.  Since  barbiturates  are 
the  major  product  group  responsible  for 
death  by  drug  poisoning,  we  feel  that  our 
present  product  range  if  effectively  pre- 
scribed, could  reduce  the  death  toll  con- 
siderably. A  new  promotional  programme 
is  in  the  pipe-line  and  we  look  to  the 
pharmacist  for  support  in  our  endeavour 
to  secure  safer  prescribing  by  use  of 
established  preparations. 

Dr  R.  J.  Woodward 
British  Ethical  Proprietaries  Ltd 
division  of  G.  O.  Woodward  &  Co  Ltd 

London,  SW15 

Compatibilities 

Please  confirm  if  Mr  Blum  is  currently  a 
proprietor  pharmacist,  and  if  so,  is  he 
contemplating  offering  his  pharmacy  to 
the  Department  of  Health?  Surely  his 
declared  view  (C&D  August  26,  p  297) 
is  not  compatible  with  private  ownership. 

Onyx 


.  .two  solutions  to  tne  promem  < 
contact  lens  discomfoi 


NEW  Contique  wetting  and  soaking  solutions.  Safe,  gentle  and  extremely 
active.  A  new  concept  in  Contact  Lens  comfort. 

The  soft  cushioning  effect  of  Contique  Wetting  Solution  relieves  the  discomfort 
>n  felt  with  newly  fitted  lenses.  And  makes  Contact  Lenses  in  general — much 
lier  to  wear. 

Contique  Soaking  Solution's  gentle  detergent  effectively  removes  irritating  lens 
osits.  And  contributes  towards  longer  Contact  Lens  life.  Both  Contique  Solutions 
e  proved  highly  successful  in  field  tests.  And  once  your  customers  feel  the 
erence — they're  bound  to  become  regular  users. 

itique  wetting  solution 

On  analysis,  many  competitive  wetting  solutions  reveal  widely  disparate  viscosity  and  pH 
jes.  At  46cps,  Contique's  is  close  to  the  median  viscosity  rating  yet  shows  the  highest  pH 
je  at  6.5,  close  to  lacrimal  fluid.  The  unique  blend  of  polyvinyl  alcohol  and  hyclroxypropyl 
hyl cellulose,  together  with  4  other  elements,  combine  to  produce  the  ideal  balance  of 
hly  buffered  properties  for  post-insertion  comfort  and  longer  tolerance.  Unit  trade  price  44p 
Dimmended  unit  retail  price  66p.  Unit  pack  60ml. 

ntique  soaking  solution 

Contique  soaking  solution  is  formulated  as  a  chemically  stable  and  compatible  product  to 
wetting  solution.  It  maintains  hydration  equilibrium,  cleans  the  lenses  of  tenacious  ocular 
retions,  and  has  excellent  re-stenlismg  characteristics.  Contique  soaking  solution  is 
icially  formulated  with  2  elements  for  synergestic  action  in  promoting  antimicrobial  activity 
i  to  minimise  the  effects  of  any  changes  in  the  solution  during  lens  storage.  Unit  trade 
;e  44p  recommended  unit  retail  price  66p.  Unit  pack  1 1  0ml. 


NTIQUE  Sterile  ophthalmic  pharmaceuticals.  Developed  by  Alcon  Laboratories  Inc.  of  Texas  U.S.A. 
rld's  largest  specialists  in  Ophthalmic  preparations.  Manufactured  and  marketed  in  the  U.K.  under  licence, 
European  distribution  by  SPECTRUM  LABORATORIES  36-38  Commercial  Street,  Leeds  LS1  6EX. 
jland.  Telephone  (0532)  35177/8 


Order  form 


Date- 


To  Spectrum  Laboratories 

Please  forward  me  dozen  CONTIQUE  wetting  solution  packs 

Please  forward  me   dozen  CONTIQUE  soaking  solution  packs 

and  invoice  at  75%  normal  trade  price 

Name  

Address  


My  usual  Wholesaler  is: 
Name  


CD  I 
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Quick  reporting  of 
statistics  by  a 
computer  bureau 


Some  people  would  say  it  was  an  act  of 

I faith  to  get  involved  with  computer  sys- 
tems when  your  company  has  a  turnover 
of  less  than  £1  million.  Mr  Frederick 
Choppin,  chairman  of  Berk  Pharmaceuti- 
cals Ltd,  thinks  otherwise.  "At  the  time, 
in  1967,  we  had  doubled  our  turnover 
every  year  since  we  started  in  1962,  and 
as  a  purely  marketing  organisation  our 
involvement  with  stocks  and  sales  statistics 
was  taking  up  too  much  time.  We  were 
determined  not  to  have  too  many  people 
adding  up  figures  at  head  office. 

"We  chose  the  service  bureau  as  the 
alternative  to  installing  our  own  computer 
because  the  latter  course  would  have  been 
far  too  expensive.  We  plumped  for  Data- 
Solve  because  the  director  concerned  had 
the  happy  knack  of  explaining  computers 
in  a  way  that  made  the  subject  seem 
logical  and  obvious." 

So  Berk  staff  got  together  with  systems 
analysts  from  DataSolve  and  worked  out 
programmes  for  recording  sales  statistics 
and  stock  movements.  These  were  pretty 
successful  and  at  that  time  the  company 
got  its  "feet  wet"  with  computers  at  a 
relatively  low  cost. 

To  lease  or  own? 

By  1969  Berk's  turnover  had  reached 
£2.5m.  but,  more  important,  they  had 
become  a  manufacturer  of  pharmaceuti- 
cals and  were  no  longer  a  purely  market- 
ing organisation.  A  complete  overhaul  of 
their  systems  was  therefore  necessary.  Mr 
Peter  Casben,  chief  accountant  of  Berk 
Pharmaceuticals  Ltd,  recalls:  "We  thought 
about  having  our  own  computer  depart- 
ment but  decided  against  it.  For  one  thing, 
the  sort  of  hardware  we  could  afford 
would  not  have  been  sufficiently  powerful. 
Also,  we  could  only  support  a  data  pro- 
cessing staff  of  one  programmer  and  one 
systems  analyst. 

"If  either  had  left,  that  would  have  been 
an  immediate  and  serious  handicap.  And, 
most  important,  only  a  large  organisation 
with  a  wide  variety  of  work  can  be  ex- 
pected to  attract  the  best  programmers 
and  analysts.  For  these  reasons,  and  be- 
cause they  had  given  us  good  service,  we 
decided  to  stay  with  DataSolve."  Both 
Berk  and  they  have  grown  together,  the 
bureau's  turnover  having  trebled  since 
1967. 

In  anticipating  the  complete  overhaul 
of  their  systems  Berk  formed  a  steering 
committee  consisting  of  company  mana- 
gers and  systems  analysts  from  the  bureau. 
Together  they  worked  out  a  series  of 
systems  covering  sales,  stock  control  and 
production  control  of  pharmaceutical 
products.  With  practical  experience  of 
computers  in  the  company,  Berk  Pharma- 


ceuticals found  that  their  people  could 
contribute  more  to  the  systems  than  the 
first  time  round. 

Interesting  development 

An  interesting  development  from  this 
co-operation  is  a  system  which  relates 
requirements  for  pharmaceutical  raw 
materials  and  packaging  materials  directly 
to  the  computer-calculated  sales  forecast 
for  the  finished  products  in  which  the 
materials  are  to  be  used.  Immediate  ad- 
justments can  therefore  be  made  to  raw 
material  requirements  and  other  compon- 
ents whenever  a  sales  forecast  is  changed, 
so  eliminating  a  gap  in  information  be- 
tween the  buying  and  selling  functions 
which  could  lead  to  a  loss  in  company 
profits. 

Perhaps  even  more  interesting  is  the 
development  of  a  feedback  data  collection 
system  at  the  company's  new  Shalford 
factory  for  recording  the  movement  of 
materials  and  the  time  spent  by  operators 
and  machines  in  the  manufacturing  areas. 
What  happens  is  that  a  number  of  small 
receiving  units  are  placed  in  the  factory. 
Each  job  or  batch  has  a  card  uniquely 
identifying  it,  as  does  each  production 
machine  or  team  of  workers.  Whenever 
material  moves  or  work  is  performed,  the 
cards  are  used  to  feed  the  information 
into  the  machine. 

This  is  passed  to  another  central 
machine  which  automatically  punches  the 
facts  together  with  the  date  and  time  out 
onto  paper  tape.  Every  Friday  the  tape 
is  sent  to  the  bureau  and  on  Monday 
morning  a  complete  analysis  of  the  pre- 
vious week's  production  performance  and 
stock  situation  is  in  management's  hands. 
The  system  enables  all  the  normal  stores 
and  production  recording  to  be  sent  to 
the  computer  directly  by  the  storeman  and 
production  personnel  rather  than  the 
former  method,  where  the  information 
was  written  onto  a  piece  of  paper,  then 
checked,  after  which  all  the  pieces  of 
paper  for  the  week  were  collected  together, 
sent  to  DataSolve,  where  the  information 
was  then  punched  and  verified  onto  pun- 
ched cards,  then  fed  into  the  computer. 

These  systems  have  now  been  in  opera- 
tion for  over  a  year,  and  others,  for  about 
three  years.  Apart  from  slight  modifica- 
tions they  have  not  been  changed. 

A  final  word  from  Mr  Casben :  "When 
we  were  acquired  by  the  Revlon  organisa- 
tion last  year  we  came  into  line  with  the 
American  style  of  tight-deadline  monthly 
reporting.  Thanks  to  our  computer  systems 
we  were  able  to  comply  with  this  without 
too  much  difficulty.  If  we  had  not  had  the 
system.  I  think  we  would  still  be  trying 
to  complete  last  year's  reports." 


/  own  my  business  premises  which 
are  in  a  country  district  and  consist 
of  my  shop  premises  with  the  usual 
counters  and  show  cases,  and  a 
small  dispensary  at  the  rear.  Over 
the  top  there  is  living  accommoda- 
tion and  I  have  resided  there  for 
about  20  years.  There  is  a  large 
garden  at  the  rear  and  side  of  the 
premises.  The  expenses  in  relation 
to  the  shop  are  of  course  far  higher 
than  those  relating  to  the  living  ac- 
commodation and  garden  although 
these  take  up  much  more  space. 
I  am  now  contemplating  selling  the 
whole  freehold  and  wish  to  know  if 
I  must  pay  capital  gains  tax  on 
the  premises  in  proportion  to  the 
expenses  which  I  have  claimed. 

Capital  gains  tax  arises  only  on  that 
part  of  a  main  residence  used  exclu- 
sively for  business  purposes;  this  is  not 
necessarily  proportionate  to  the  expen- 
ses allowed  for  income  tax  which  are 
the  expenses  exclusively  incurred  for 
business  purposes.  Thus  you  can  ap- 
portion the  gain  in  relation  to  the  pro- 
portions of  the  building  used  for  busi- 
ness and  private  purposes  and  in  this 
connection  notice  that  the  gain  arises 
only  on  that  part  of  the  premises  used 
exclusively  for  business.  Partial  use  is 
not  enough. 

If  I  take  up  an  offer  to  acquire 
shares  which  I  own  for  shares  in 
another  company  and  cash  am  I 
liable  to  capital  gains  tax  please? 

You  may  be  liable  to  capital  gains  tax 
on  the  cash  received  as  if  it  were  a  part 
disposal.  If  the  amount  is  very  small  the 
Inspector  of  Taxes  has  power  to  ignore 
it,  in  which  case  instead  of  giving  rise 
to  a  chargeable  gain  the  amount  would 
be  deducted  from  the  cost  of  the 
original  shares  in  computing  any  gain 
on  ultimate  disposal. 


COMING  EVENTS 


Monday,  September  4 

4th  International  Health  Conference,  Villa 
Marina,  Douglas,  Isle  of  Man.  Until  Sep- 
tember 8. 

Tuesday,  September  5 
Midlands  Region  of  the  Society  for  Analytical 
Chemistry,  Lecture  Theatre,  Boots  Co  Ltd, 
Pennyfoot  Street,  Nottingham  at  6.30.  Subject 
— "Liquid  Chromatography". 

Thursday,  September  7 
Northumberland   Branch,   National  Pharma- 
ceutical Union,  The  Border  Minstrel,  High 
Gosforth  Park,  at  8.00  pm.  Discussion  on 
Linstead  Report. 

Advance  information 

Pakex  72 — the  International  Packaging 
Exhibition.  October  9-13.  Olympia, 
London. 
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The  whole 
nation 
could  go 
balmy 
this 

summer 

'Chap  Stick'  lip  balm  and  'Chap-ans'  hand  cream,  the 
highly-profitable  chemist-only  lines,  are  to  be 
advertised  nationally  during  the  summer  months. 
Hands  and  lips  suffer  in  summer  because  they  get 
'dried-up'  and  the  discomfort  and  inconvenience  of  this 
is  stressed  in  the  two  campaigns: 

'Chap  Stick'  An  adaptation  of  the  successful  winter 
campaign  will  appear  in  the  'Daily  Mirror',  'Daily  Express* 
and  'Sun'  newspapers. 

'Chap-ans'  A  new  campaign  will  break  in  May  and  will 
continue  to  run  during  June  and  July  with  insertions 
appearing  in  'Woman's  Realm',  'Woman's  Weekly',  'She', 
'Woman  &  Home'  and  'My  Weekly'. 

The  national  interest  aroused  by  these  campaigns  means 
more  customers  will  be  attracted  to  the  retail  pharmacy 
-make  sure  none  are  disappointed,  make  sure  you  don't 
miss  these  'balmy'  profit  opportunities-order  now  from 
your  Robins  representative  who  has  attractive  bonus 
terms  or  from  your  usual  wholesaler. 

Further  information  is  available  from: 

A  H  Robins  Company  Limited,  Horsham,  Sussex. 
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CAap  StccA 

'  UP  BALM 


(J/iap  a/7A  (%ap§ticA 
soothe  sensitive  summer  skin 


Kirby's  Orange  and 
Halibut  vitamins  means 
extra  vitamins  for  them 
and  extra  profits  for  you. 


Vitamins  at  a  lower  price, 
for  you.  A  higher  margin 


lis 


Appealing  for  your  customer,  and  appealing 
than  most  leading  brands,  and  the  attractive 
display  outer  ensures  impulse  purchase. 
Presentation:  containers  of  100  tablets; 
1  dozen  per  display  outer.  Basic  trade 
price  £3.00  per  dozen  (no 
P.T.).  Retail  45p  each. 
AUTUMN  BONUS 
OFFER-2free 
packs  with  each 
dozen  ordered— 
Your  profit  24p 
per  sale. 
Even  more 
favourable  terms  for 
orders  of  6  dozen  and 
over— increases  your 
profit  to  25p  each. 
For  gross  orders:  26p 
each! 


Order  direct,  or  from  your  Kirby  Representative. 

H.&T.  Kirby  &  Co. Ltd.,  Mildenhall,  Suffolk    tel:  Mildenhall  713227 


UNITED  DRUG  AYRTONS  (DUBLIN) 

THE  HOUSE  FOR  ETHICALS 

United  Drug  and  Chemical  Company  announces  tha* 
the  name  of  its  recently  acquired  Dublin  ^subsidiary t 
AYRTON  SAUNDERS  (Dublin)  LTD.,  has  now  been 
changed  to 

UNITED  DRUG  AYRTONS  (DUBLIN)  LTD. 


Our  new  Address  is: 

Distillery  Road,  Dublin  3.    'Phone  375121 

UNITED  DRUG  AYRTONS 

WHOLESALERS  TO  THE  PHARMACEUTICAL  TRADE 
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Stormy  IDA  meeting  unable 
to  vote  on  new  Union's 
community  representation 


There  were  some  lively  exchanges  at  the 
annual  meeting  of  the  Irish  Drug  Associa- 
tion in  the  Killeshin  Hotel,  Portlaoise,  on 
July  23  when  the  president,  Mr  Alexander 
Herriott,  said  that  he  thought  community 
pharmacists  should  be  entitled  to  a  bigger 
representation  on  the  central  executive 
!  committee  of  the  new  Pharmaceutical 
Union  than  it  was  proposed  to  give  them 
under  the  terms  of  the  draft  constitution. 

"I  do  not  think  that  numerically  from 
a  democratic  point  of  view,  the  smaller 
side  should  have  the  same  control  as  the 
numerically  larger  one",  he  said.  He  was 
referring  to  the  fact  that  it  was  proposed 
to  give  community  pharmacists  a  50  per 
cent  representation  on  the  committee. 

Earlier,  Mr  John  Burke  had  stated  it 
was  envisaged  that  there  would  be  an 
executive  committee  of  24  made  up  of  the 
various  groups  within  pharmacy.  As  pre- 
sently stated  in  the  constitution,  commun- 
ity pharmacists  were  to  get  50  per  cent  of 
the  seats.  Eight  would  be  occupied  by  a 
member  representing  community  pharma- 
cists from  each  of  the  Regional  Health 
Associations  and  the  other  four  com- 
munity pharmacists  would  be  nominated 
by  the  community  section  committee. 

It  was  envisaged  that  the  union  would 
arrange  the  election  for  these  areas.  One 
section  on  which  there  was  a  division  of 
opinion  was  the  representation  of  com- 
munity pharmacists.  The  other  represen- 
tatives would  be  hospital  pharmacists  and 
medical  representatives  (3);  wholesale  and 
industrial  pharmacists  (3);  academic  and 
army  pharmacists  (3);  community  phar- 
macy employees  (3). 

The  president  recalled  that  since  the 
last  annual  meeting,  the  Association  had 
taken  the  initiative  in  arranging  meetings 
between  representatives  of  the  Pharma- 
ceutical Society  of  Ireland  and  the  IDA 
to  form  a  sub-committee  to  discuss  the 
formation  of  the  union.  The  Society  was 
represented  by  Messrs  Corrigan,  Miller 
and  Walsh  and  the  Association  by  Messrs 
Burke,  O'Sullivan  and  the  secretary,  Mr 
Smith.  The  legal  advi  sers  of  the  IDA  were 
also  involved  and  had  met  the  sub-com- 
mittee on  three  occasions  and  the  IDA 
on  four  occasions. 

To  date  the  sub-committee  had  met 
about  seven  times  and  the  IDA  had  four 
special  meetings  and  had  been  working 
on  the  original  draft  constitution.  Since 
then  two  further  drafts  had  been  supplied 
by  the  Association's  solicitor  and  further 
proposed  amendments  would  have  to  be 
cleared  by  the  sub-committee  before  the 
constitution  was  finally  submitted  to 
members  of  the  Association  for  voting 
on.  The  sub-committee  awaited  further 
advice  from  their  solicitor  before  this 
could  be  effected.  The  constitution  could 
then  be  referred  to  the  Registrar  of 
Friendly  Societies. 
A   letter   from    the    Registrar   of  the 


Pharmaceutical  Society,  Mr  Coleman,  and 
read  at  the  meeting,  stated  that  at  the 
July  meeting  of  the  Council,  Mr  Miller 
had  stated  that  the  proposed  draft  con- 
stitution had  been  received  and  that  he 
had  expressed  his  wish  to  place  on  record 
his  appreciation  of  the  co-operation  given 
by  the  Association.  The  letter  also  stated 
that  the  president  of  the  Society,  Mr 
Power,  had  expressed  satisfaction  at  the 
fact  that  he  would  be  able  to  announce 
at  the  Society's  annual  meeting  that  har- 
mony had  existed  between  the  two  organ- 
isations in  relation  to  the  setting  up  of 
the  union. 

The  president  added  that  they  had  a 
meeting  with  their  solicitor  the  previous 
week  and  another  draft  was  in  course  of 
preparation.  "Candidly  it  is  a  pity  that 
the  negotiators  tried  to  tailor  the  draft  of 
the  constitution.  I  think  it  would  be  better 
if  it  were  built  up  from  the  ground  be- 
cause in  the  series  of  drafts,  substantial 
corrections  have  been  required  and  some 
major  adjustments  to  make  the  constitu- 
tion fully  coherent.  We  are  now  down  to 
the  last  draft  and  we  should  be  able  to 
iron  out  the  little  points  still  outstanding". 

Mr  Burke  said  the  negotiations  had 
been  very  protracted  of  necessity.  He  was 
aware  that  a  certain  amount  of  impatience 
had  been  expressed  and  some  people  had 
hinted  that  the  negotiators  were  dragging 
their  heels  but  the  position  was  that  there 
was  a  mass  of  detail  surrounding  a  most 
complex  constitution  which  now  appeared 
to  be  nearing  fruition. 

Dissolution  rejected 

Much  thought  had  been  given  to  the 
manner  in  which  the  IDA  could  transfer 
itself  into  the  union.  Many  people  had 
been  crying  out  for  the  dissolution  of  the 
IDA  but  they  were  not  the  people  to  dis- 
solve themselves.  That  was  why  they  had 
suggested  they  replace  the  Association's 
present  constitution  and  transfer  the  func- 
tion of  the  IDA  into  the  union.  This 
would  overcome  the  problem  of  a  negotia- 
ting licence  for  the  union  as  well  as  being 
the  least  costly  and  most  harmonious  way 
of  doing  it,  without  divisiveness.  Admit- 
tedly it  had  been  time-consuming  but  it 
was  now  approaching  finality. 

Mr  T.  R.  Miller  said  that  as  one  of  the 
negotiators  he  wished  to  pay  tribute  to 
Messrs  Burke,  O'Sullivan  and  Smith  for 
their  help.  There  had  been  many  dis- 
agreements but  that  was  the  essence  of 
democracy.  The  new  union  would  be  a 
coherent  body  representing  every  spec- 
trum of  pharmacy.  The  IDA  negotiators 
had  pressed  very  strongly  for  more  than 
50  per  cent  representation  on  the  com- 
mittee but  his  side  had  disagreed  basically 
because  they  felt  that  it  would  lead  to  a 
break  down  in  fundamental  unity  to  give 
any  section  a  preponderance  of  represen- 


tation. To  him  a  union  meant  a  body 
representing  all  pharmacists  working  for 
the  advancement  of  the  profession  as  a 
whole.  "As  far  as  I  am  concerned  I  think 
it  would  be  a  very  backward  step  to  give 
control  to  one  section." 

He  congratulated  the  regional  groups 
for  having  come  forward  with  the  sugges- 
tion that  each  group  should  be  represen- 
ted. That  was  getting  to  the  grass-roots 
and  the  regions  were  fully  entitled  to  be 
represented  —  "it  was  only  right".  The 
union  would  be  unique  in  that  it  would 
be  representative  of  both  the  employer 
and  the  employee.  They  could  not  afford 
to  have  any  disunity.  Unity  must  be  their 
strength  and  he  had  no  doubt  but  that 
pharmacy  was  the  strongest  organisation 
in  the  country  and  most  loyal.  "Let  us 
keep  that  loyalty",  said  Mr  Miller. 

Power  to  strike 

Mr  Patrick  Fahey  (Tullamore)  asked  if 
the  union  had  the  power  to  strike  and  Mr 
Miller  replied  that  it  would  have  the 
negotiating  licence  presently  held  by  the 
IDA.  If  it  was  agreed  by  the  general  body, 
that  would  be  transferred.  They  had  been 
in  negotiation  with  the  Department  of 
Labour  and  had  been  assured  that  the 
transfer  presented  no  problem. 

Mr  Fahey  said  that  the  Hospital  Phar- 
macists' Association  of  which  he  was  a 
member  had  not  the  power  to  strike. 

Mr  Gerald  Roberts  (Limerick),  asked  if 
the  negotiators  had  applied  for  the  licence 
and  the  president  replied  that  they  could 
not  do  so  until  the  union  was  established. 

Mr  Miller  reminded  the  meeting  that 
the  Pharmaceutical  Society  was  committed 
to  its  members  to  have  the  new  union 
established  by  the  next  annual  meeting  in 
October.  He  had  written  to  the  June 
meeting  of  Council  explaining  that  he  had 
been  under  pressure  from  members  in  the 
provinces  who  were  becoming  frustrated 
at  the  lack  of  progress. 

When  Mr  Roberts  again  questioned 
the  right  of  the  new  union  to  strike,  the 
secretary,  Mr  B.  R.  Smith,  said  they  could 
do  so  with  the  licence  now  held  by  the 
IDA. 

Mr  Roberts  stressed  that  they  should 
be  careful  to  ensure  that  the  union  would 
have  the  licence  as  the  present  one  might 
lapse  with  the  IDA.  They  should  make 
sure  that  the  IDA  was  not  dissolved  until 
the  union  had  the  licence. 

Mr  Burke  said :  "We  have  already 
cleared  that  with  the  Department  of 
Labour". 

Mr  Charles  Ward  (Crossmolina)  associa- 
ted himself  with  the  expressions  of  thanks 
to  the  IDA  negotiators.  After  three  years 
he  was  glad  to  learn  there  was  a  possi- 
bility of  the  union  being  formed  before 
October.  The  West  of  Ireland  was  one  of 
the  areas  pressurising  Mr  Miller  because 
they  felt  the  union  was  very  necessary  if 
pharmacy  was  to  progress,  especially  with 
entry  into  the  EEC. 

In  a  tribute  to  Mr  Miller  he  said  he 
had  fought  hard  to  get  the  union  estab- 
lished and  pharmacists  in  general  were  in 
his  debt. 

Mr  Burke  said  that  many  pharmacists 
were    under    the    impression    that  their 
troubles  would  disappear  with  the  forma- 
Continued  on  next  page 
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tion  of  the  union  but  they  would  be  no 
better  off  unless  they  were  prepared  to 
work  hard  for  its  success.  He  pointed  out 
that  there  had  been  no  representative  from 
the  West  on  the  IDA  committee  for  years 
and  he  would  like  an  assurance  that  the 
eight  representatives  from  the  regional 
committees  would  give  their  best  to  the 
executive  committee. 

Mr  John  McLoughlin  (Ballina)  said  he 
had  come  prepared  to  "slate"  the  IDA 
if  progress  were  not  reported  but  now  that 
he  had  heard  the  latest  developments  he 
would  say  nothing  beyond  hoping  that  by 
October  they  would  have  come  together. 

The  president  said:  "I  do  not  agree  with 
you  at  all.  As  a  representative  of  the 
central  committee  I  do  not  think,  from 
a  democratic  point  of  view,  that  the 
numerically  smaller  side  should  have  the 
same  control  as  the  numerically  larger 
one.  Our  negotiators  feel  that  the  com- 
munity pharmacists  group  are  entitled  to 
a  bigger  representation  on  the  central  ex- 
ecutive committee  than  they  are  getting 
under  the  constitution.  There  would  appear 
to  be  no  means  whatever,  or  if  there  are, 
they  are  very  vague,  of  knowing  who  rep- 
resents whom  of  the  other  groups.  As  I 
read  it  three  people  can  get  together  and 
nominate  one  another  and  they  are  then 
representatives  on  the  executive". 

Mr  Herriott  declared  that  he  did  not 
wish  anything  to  go  wrong  with  the  new 
union,  but  if  anything  did,  then  as  pro- 
posals stood  everything  went — including 
the  IDA.  He  thought  there  should  be  an 
arrangement  under  which  the  IDA  should 
be  allowed  to  remain  as  a  bulwark  so  that 
pharmacy  would  have  a  bedrock. 

Mr  Miller  pointed  out  that  the  elections 
of  the  group  would  be  controlled  by  the 
executive.  It  was  envisaged  that  a  director 
general  would  be  employed  to  ensure  that 
the  election  of  the  various  groups  would 
be  controlled  from  headquarters.  He 
would  like  the  president  to  put  to  this 
annual  meeting  whether  they  wished  com- 
munity pharmacists  to  have  a  majority 
representation  on  the  executive. 

In  reply  to  Mr  Roberts,  Mr  Miller  said 
that  of  the  2,000  pharmacists  on  the 
register  about  1,200  were  community  phar- 
macists, the  remaining  800  being  divided 
among  the  various  other  categories. 

The  president  pointed  out  that  a  lot  of 
pharmacists  in  the  latter  categories  were 
living  abroad,  unlike  the  community 
pharmacists. 

Replying  to  Mr  P.  O'Briain,  Mr  Miller 
said  the  union  would  not  cater  for  quali- 
fied Assistants  but  would  be  confined  ex- 
clusively to  pharmacists  on  the  register. 

When  Mr  Roberts  commented  that  it 
would  appear  800  pharmacists  were  being 


given  the  same  representation  as  1,200, 
Mr  Miller  stated  that  judging  by  the  finan- 
cial statement  there  would  be  very  few 
community  pharmacists  left  if  the  same 
pattern  continued  for  some  time. 

Mr  T.  Kelliher  (Killarney),  asked  if  the 
the  Industrial  Pharmacists  had  an  Asso- 
ciation.  The  reply  was  that  they  had  not 
but  that  they  were  trying  to  establish  one. 

The  president  said  that  the  new  draft 
was  with  the  solicitor  and  when  it  became 
became  available  the  sub-committee  would 
probably  recheck  it  and  when  finalised  it 
would  be  presented  to  all  members  of  the 
IDA  for  their  comment. 

Mr  Miller:  "Surely  you  are  going  to  ask 
this  meeting  the  point  you  raised  yourself 
— whether  the  community  pharmacists 
should  have  12  or  14  of  the  24  seats  on 
the  executive?  It  would  give  the  nego- 
tiators something  to  go  on." 

President:  "What  I  said  is  my  own  per- 
sonal opinion  and  I  am  presenting  it  to 
you.  The  thing  is  still  being  negotiated  and 
is  with  the  solicitor  and  I  am  not  going  to 
do  anything  more  about  it." 

No  chance 

Mr  Miller,  thought  that  the  members 
were  not  being  given  a  chance  at  the 
annual  meeting  to  express  an  opinion  on 
this  issue. 

Mr  McLoughlin  said  they  must  have  a 
guarantee  from  the  IDA  that  the  matter 
would  be  brought  to  a  head  in  the  near 
future.  "Will  it  be  decided  next  October?" 

Mr  Miller:  "It  will  certainly,  as  far  as 
we  are  concerned." 

Mr  John  Nolan  (Navan),  said  that  the 
only  thing  holding  back  the  formation  of 
the  union  appeared  to  be  the  representa- 
tion of  community  pharmacists  on  the  exe- 
cutive. The  president  had  nothing  but  the 
interests  of  pharmacists  at  heart.  In  the 
North  Eastern  Region  they  were  of  the 
same  opinion  as  the  president  that  they 
would  be  reluctant  to  relinquish  control 


but  eventually  they  came  around  in  their 
views  having  regard  to  the  fact  that  they 
were  all  pharmacists,  which  was  the  over- 
riding consideration.  They  finally  agreed 
they  would  not  have  a  controlling  interest 
by  any  particular  group  and  considered 
that  community  pharmacy  would  be  ade- 
quately represented  by  a  50  per  cent  repre- 
sentation. Some  of  the  other  groups  would 
play  a  far  more  important  part  than  their 
representation  might  suggest  and  he  be- 
lieved they  must  make  the  union  attractive 
for  all  members  to  come  in.  "We  must 
consider  ourselves  as  one  body  and  we 
definitely  decided  that  50  per  cent  repre- 
sentation was  good  enough  for  community 
pharmacists." 

The  president  said  that  he  had  no  more 
to  say  about  the  matter.  "I  have  said  what 
1  have  to  say.  It  is  a  personal  opinion.  The 
draft  is  with  the  solicitor  and  when  it 
comes  back  we  will  get  on  with  the  job. 
Maybe  they  will  turn  around  and  shoot  me 
down." 

When  Mr  Roberts  said  they  did  not 
wish  to  rush  matters  too  quickly,  Mr 
Miller  said  there  were  many  matters  call- 
ing out  for  attention. 

Mr  McLoughlin  asked  if  it  could  be 
taken  that  this  was  a  representative  meet- 
ing of  the  chemists  of  Ireland — but  the 
president  replied:  "Not  really". 

Mr  McLoughlin :  "But  it  is  an  annual 
meeting,  supposed  to  represent  the 
chemists  of  Ireland.  Surely  there  should 
be  some  indication  from  the  representa- 
tives whether  they  want  12  or  more?" 

Mr  Miller :  "In  fairness  to  the  nego- 
tiators." 

President:  "This  is  the  third  or  fourth 
time  I  have  given  my  personal  opinion. 
There  is  going  to  be  no  further  argument 
about  it." 

Mr  McLoughlin :  "I  understand  we 
have  given  a  direction  to  our  solicitor." 

President :  "The  solicitor  attended  the 
committee  meeting  and  was  directed  by 
the  committee.  He  went  through  the  direc- 


Speakers  at  Tralee 


Two  of  the  speakers  who  will  be  at  the  Irish  Pharmaceutical  Congress  to  be  held  at 
Tralee  on  October  9.  Left  is  M  Boris  Brus  (President  of  the  Belgian  Pharmaceutical 
Society)  who  will  speak  on  "Pharmacy  in  the  EEC"  and  right,  Professor  Denis  J. 
O' Sullivan  who  will  lecture  on  "The  pharmaceutical  aspects  of  diabetes  mellitus" 
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tions  inch  by  inch.  I  have  said  before  and 
[  will  say  again  'I  don't  think  the  tail 
should  wag  the  dog'." 

When  Mr  McLoughlin  asked  if  the 
negotiating  committee  had  come  to  a 
decision  and  told  the  solicitor  what  to  do, 
the  president  said  the  committee  was  still 
dealing  with  the  matter. 

Mr  Miller  said  that  when  the  final  draft 
came  back  from  the  solicitor  in  the  near 
future  and  if  the  IDA  negotiators  then 
said  they  wanted  more  than  12  represen- 
tatives they  would  be  held  up  for  another 
year  until  the  next  annual  meeting  of  the 
IDA.  He  would  like  this  issue  put  to  the 
meeting  now. 

President:  "It  won't  be  put  to  the 
meeting.  There  won't  be  any  motion." 

Mr  Miller  then  invited  all  in  favour  of 
the  community  pharmacists  having  12 
representatives  to  put  up  their  hands  and 
when  they  did  so,  Mr  Miller  asked : 
"Have  you  a  fair  idea  now?" 

President:  "I  am  not  influenced  by  it 
one  way  or  the  other." 

Mr  Anthony  Toher  (Sligo),  supporting 
Mr  Miller,  asked  if  it  was  the  opinion  of 
the  meeting  that  everything  be  done  by 
the  IDA  to  ensure  that  the  union  became 
a  reality  by  October. 

President:  "I  keep  on  telling  you  that 
this  is  with  the  solicitor." 

Mr  Ward  said  the  matter  was  not  finally 
decided  but  was  a  long  way  from  it.  They 
were  dissatisfied  with  the  ruling  of  the 
chair  because  the  president  had  been 
interpolating  his  personal  opinion.  He 
resented  that  very  much.  The  president 
must  obey  the  meeting.  "We  are  the  IDA, 
paying  £10.50  a  year  and  we  must  get 
satisfaction." 

Mr  McLoughlin :  "If  we  cannot  put 
a  motion,  how  can  it  be  passed?" 

President :  "If  you  want  a  motion,  you 
put  it  on  the  agenda.  This  also  happened 
last  year.  It  was  brought  up  under  'any 
other  business'  and  it  was  not  a  motion. 
What  Mr  Miller  has  done  now  is  to 
accept  a  line  of  thought  and  you  put 
your  hands  up  as  accepting  that.  That  is 
as  far  as  it  goes." 

Mr  Burke  asked  if  he  could  take  it 
that  the  meeting  seemed  to  be  in  favour 
of  a  50  per  cent  representation  of  com- 
munity pharmacists  and  members  replied : 
'Yes." 

Dr  W.  E.  Boles  conveyed  the  greetings 
af  the  president  of  the  Society,  Mr  Power, 
who  was  unable  to  attend  as  he  was  out 
>f  the  country. 

Mr  Burke  said  he  was  very  disappointed 
vith  the  attendance  seeing  that  there  had 
jeen  such  important  matters  to  discuss, 
rhe  IDA  had  "taken  a  lot  of  the  stick" 
)ver  the  past  two  years  and  he  did  not 
relieve  any  president  of  the  Association 
lad  ever  had  such  a  difficult  job  to  fill 
is  Mr  Herriott. 

"Believe  me,  he  has  nothing  at  heart 
>ut  his  responsibilities  towards  the  hun- 
Ireds  of  members  who  are  not  here 
oday."  He  paid  tribute  to  the  president's 
eadership  and  said  he  did  not  think  any 
>f  them  realised  the  sacrifices  he  had 
nade  over  the  past  two  years  in  travelling 
o  frequently  from  Bandon  to  Dublin  to 
ittend  to  IDA  matters.  "I  applaud  him 
or  his  sincerity  and  his  attention  to 
luty." 


Strong  criticism  was  expressed  concern- 
ing the  proposed  introduction  of  value 
added  tax  and  a  motion  in  the  name  of 
Mrs  M.  Kelly  (Dublin),  that  the  measure, 
as  proposed  for  pharmacists,  was  unwork- 
able, was  agreed  to  on  a  show  of  hands. 

One  speaker  said  that  a  lot  of  pharma- 
cists did  not  realise  that  their  profits  on 
the  sale  of  luxuries,  such  as  cosmetics 
and  photography,  would  be  considerably 
reduced  by  the  operation  of  the  tax.  The 
Association's  sub-committee  had  worked 
very  hard  to  put  their  case  to  Dail 
Deputies  but  they  had  got  little  support 
from  outsiders  because  many  of  them 
had  not  read  the  White  Paper  and  did 
not  know  what  it  contained.  They  were 
waiting  for  others  to  do  the  spade-work. 
Now  the  Bill  was  passed  and  they  were 
all  "stuck  with  it"  and  the  member  sug- 
gested that  she  would  like  somebody  to 
explain  how  to  operate  the  scheme. 

Mr  Toher  said  Sligo  Chemists'  Associa- 
tion had  held  several  meetings  to  discuss 
the  tax  and  had  submitted  a  memorandum 
to  the  Minister  for  Finance  pointing  out 
that  they  were  not  geared  to  undertake  the 
complex  calculations  which  would  be 
necessary  to  compute. 

They  also  pointed  out  that  when  phar- 
macists became  involved  in  the  Health 
scheme  they  would  be  involved  in  quite 
an  amount  of  paper  work  and  unlike 
large  firms,  with  specialised  staffs,  they 
would  not  be  able  to  cope  with  the  com- 
plexities of  the  system.  They  were  appal- 
led that  it  was  proposed  to  bring  in  the 
tax  in  November.  Such  a  tax,  he  con- 
sidered, was  unworkable  in  a  pharmacy. 

Return  mail 

He  suggested  that  they  advise  pharma- 
cists not  to  open  the  bulky  envelopes  but 
to  send  them  back  and  arrange  for  dis- 
cussions with  the  Department  as  to  what 
is  feasible  in  the  case  of  pharmacists. 

Mr  Miller  considered  it  would  not  be 
workable  to  segregate  the  two  taxes  in 
the  one  purchase  of  goods  where  a  custo- 
mer might  purchase  three  items  at  5.26 
per  cent  and  ten  at  16.37  per  cent. 

Mr  Augustine  Gleeson  (Birr),  asked  if 
they  could  not  operate  the  tax  as  they  did 
with  veterinary  lines. 

Mr  Burke  said  that  something  like  that 
was  anticipated  but  it  would  be  on  an 
estimated  basis,  which  he  considered  un- 
satisfactory. 

Mr  R.  C.  O'Higgins  suggested  that  they 
seek  the  support  of  ordinary  traders  in 
asking  to  have  the  matter  re-considered. 
A  number  of  household  articles  which 
were  in  the  higher  tax  category  were  in 
fact  medicines  and  should  be  rated  at  the 
lesser  tax.  The  Revenue  Commissioners 
for  instance  had  stated  that  every  anti- 
septic would  be  looked  on  as  a  household 
remedy. 

Mr  Ward  agreed  it  would  be  very 
difficult  to  work  the  tax  as  the  majority 
were  only  one-man  pharmacies.  Would 
any  allowance  be  made  in  regard  to  the 


purchase  of  medicines  at  cost  price  for 
the  Government  under  the  Health  scheme. 
If  these  were  going  to  be  taken  into  the 
over-all  turnover,  pharmacists  would  lose 
heavily. 

Mr  Burke  said  they  had  put  that  very 
point  to  Department  officials  but  got  no 
answer.  They  had  discussed  the  entire 
proposals  with  an  inter-Party  Committee 
who  were  entirely  sympathetic  to  the  case 
made  for  the  pharmacists  because  there 
was  no  answer  to  it.  Eventually  the  chair- 
man of  this  committee  said  they  would 
have  to  bring  the  representations  to  the 
notice  of  the  Minister,  but  later  a  member 
of  the  committee  told  them  he  was  sorry 
but  that  the  Minister  would  not  see  them. 
Later  they  were  given  to  understand  that 
the  Minister  had  accepted  something  which 
was  designed  for  the  EEC  operation  but 
not  for  this  country. 

Mr  Burke  said  they  had  conferred  with 
representatives  of  the  grocery  trade  and 
Mr  O'Higgins  stated  that  the  Federation 
of  Trades'  Association  had  also  made 
representations  without  success. 

The  president  pointed  out  that  the  Bill 
provided  for  penalties  for  those  who 
failed  to  comply  with  its  provisions. 

The  president  in  his  report  spoke  of 
the  amount  of  work  which  had  fallen  to 
the  representatives  on  the  Joint  Health 
Services'  Negotiating  Committee  and  ex- 
pressed the  hope  that  when  the  new  per- 
manent negotiator  was  appointed  this 
burden  would  be  considerably  reduced. 
However,  it  should  be  borne  in  mind  that 
the  new  committee  was  supposed  to  be 
a  contractors'  committee  and  that  nobody 
but  contractors  should  be  on  it. 

He  explained  that  the  Association  were 
not  opposed  to  the  principle  of  VAT  but 
only  to  the  impossible  technique  of  im- 
plementation. They  had  two  interviews 
during  the  year  with  the  Revenue  Com- 
missioners and  a  request  for  an  interview 
with  the  Minister  for  Finance  which  was 
refused.  In  addition  they  had  made  rep- 
resentations to  Dublin  Chamber  of  Com- 
merce and  sent  letters  to  the  Minister  for 
Health  and  to  the  Medical,  Dental  and 
Veterinary  Unions  regarding  the  extra- 
ordinary definition  of  the  word  "medicine" 
by  the  Commissioners.  They  had  also 
approached  the  Federation  of  Trade 
Associations.  With  such  a  complex  form 
of  tax  any  pharmacist  who  thought  things 
would  work  smoothly  after  a  few  teething 
pains  should  think  again. 

The  president  reported  that  the  13th 
round  wage  increase  had  been  implemen- 
ted in  January  and  referred  to  the  good 
relations  which  had  existed  between  the 
Association's  Union  and  that  of  the 
employees. 

Referring  to  the  Price  List  he  said  they 
were  having  some  trouble  both  in  regard 
to  its  content  and  production  but  con- 
sidering all  circumstances  they  had  been 
very  lucky,  with  difficulties  reduced  al- 
most to  vanishing  point.  They  regretted 
that  the  Irish  Management  Institute  had 
Continued  on  next  page 
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Revolutionary  new  Pelaspan-Pac  is  a  free-flowing  cushion- 
ing material  made  from  a  special  expanded  polystyrene.  It 
has  been  tried  and  thoroughly  tested  by  many  internationally- 
known  companies  including  the  manufacturers  of  costly 
delicate  products,  equipment  and  instruments  -  from 
antiques  to  electronics.  It's  the  finest  answer  yet  to  almost 
any  packaging  problem  you  care  to  name. 

Look  at  these  advantages. 

Transit  protection  provided  by  superior  cushioning  - 
absorbs  shock. 

Ease  of  handling,  reducing  labour  costs. 
*  Versatility,  allowing  packaging  standardisation. 
Clean,  safe  material  which  is  compatible,  non-rusting 
rodent-repellent,  non-hygroscopic,  non-abrasive  and 


flame-resistant. 
*  Cushioning  that  has  minimum  creep  and  settling  due  to 

excellent  interlocking  characteristics. 
•X-  You  can  use  the  material  over  and  over  again. 

No  pollution  problems. 
•X-  A  material  which  adapts  equally  to  regular  or  irregular 

shapes  and  contours. 

Overall  cost  lower  than  many  other  forms  of  packaging. 
Enquiries  to: 
MacMillan  Bloedel  Containers  Ltd, 
24-30  King  Street, 
Watford,  Herts. 

Pelaspan-pac  is  available  through 
nationwide  distributors 

•Trade  mark  ol  the  Dow  Chemical  Company 
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Maintain  an 
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approach' 

decided  to  cancel  all  future  lectures  and 
seminars  for  chemists  due  to  lack  of  sup- 
port. 

The  president  appealed  to  all  to  observe 
he  new  professional  scale  of  charges 
issued  during  the  year  and  said  that  one 
of  the  irritations  met  with  daily  was  to 
discover  that  some  alleged  colleague  had 
either  not  observed  the  scale  at  all  or 
else  had  reduced  it.  The  Committee  had 
always  insisted  on  members  maintaining 
an  ethical  approach  and  consequently  an- 
other source  of  irritation  was  to  meet 
customers  who  told  them  daily  that  they 
could  obtain  scheduled  poisons  without 
difficulty.  "I  feel  that  no  member  of  the 
IDA  would  be  guilty  of  this  and  I  ask 
them  to  continue  to  resist  pressure  to  do 
otherwise." 

Reporting  the  loss  of  some  members 
the  president  said  in  addition  some  failed 
to  pay  their  fees  during  the  present  year 
under  the  impression  that  the  IDA  was 
on  the  point  of  closure.  He  reminded 
those  members  that  they  were  morally 
and  legally  liable  to  pay  their  fees  as  they 
had  received  the  services  for  which  they 
had  contracted.  During  the  year  19  new 
members  had  joined  which  was  quite 
encouraging  as  it  showed  that  quite  a 
number  had  faith  in  the  future  of  the 
Association. 

The  question  of  emergency  services 
was  considered  and  while  agreeing  that 
means  of  procuring  urgent  medicines  was 
desirable  the  committee  did  not  feel  that 
anything  approaching  a  24-hour  service 
was  necessary.  Pharmacists  available  for 
urgent  work  were  already  well  known  in 
each  area  and  it  was  unlikely  that  anyone 
would  be  seriously  at  risk  under  present 
circumstances. 

The  president  added  that  the  Committee 
had  approached  the  various  hospitals  in 
Dublin  doing  out-patient  dispensing  and 
as  a  result  this  practice  had  almost,  if 
not  completely  ceased. 

The  Association,  he  said,  was  now 
registered  in  Brussels  with  the  pharma- 
ceutical headquarters  there,  as  representing 
retail  pharmacy  in  the  Republic.  The  in- 
vitation to  the  Association  to  attend  in 
Brussels  and  to  sign  was  received  too  late 
for  any  member  of  the  committee  to  make 
arrangements  to  travel  but  the  president 
of  the  Pharmaceutical  Society  of  Ireland 
had  agreed  to  sign  for  them. 

Dr  Boles,  proposing  the  adoption  of 
the  report,  said  he  sympathised  with  the 
committee  because  of  the  onerous  work 
involved  in  connection  with  the  Health 
scheme;  the  outpatients'  dispensing  and 
the  entry  into  Europe.  Everything  pointed 
to  more  and  more  meetings. 

Mr  W.  J.  Dalton,  seconding,  said  the 
average   member   had    no   idea   of  the 


amount  of  important  work  being  under- 
taken by  the  committee  on  their  behalf, 
with  the  minimum  of  publicity.  None  of 
the  committee  members  spared  himself 
in  furthering  the  aims  and  advancements 
of  community  pharmacists. 

Mr  Miller  said  he  was  disappointed 
that  there  had  been  no  mention  in  the 
president's  address  of  one  of  the  most 
important  and  far-reaching  developments 
in  pharmacy — the  Medicines'  Act,  which 
would  be  introduced  in  the  Dail  in  the 
near  future.  He  wanted  to  know  what  the 
committee  had  done  in  connection  with 
this  far-reaching  measure  which  would 
affect  the  very  livelihood  of  pharmacists. 

The  president  said  that  when  the  Bill 
was  circulated  two  years  ago  the  Associa- 
tion had  submitted  its  views  to  the  Phar- 
maceutical Society  on  it.  In  his  opinion 
the  Bill  had  major  defects  and  they  could 
start  a  campaign  against  it  as  they  had 
against  VAT. 

Mr  Miller  inquired  if  they  had  indicated 
to  the  Department  that  they  wanted  to 
have  medicines  sold  exclusively  through 
pharmacies? 

When  Mr  McLoughlin  inquired  why 
members  had  not  been  circulated  on  the 
approaches  made  by  the  committee  in 
connection  with  the  Bill,  the  president 
said  they  had  to  have  regard  to  the  ruling 
of  the  Fair  Trades'  Commission. 

Dr  Boles  suggested  that  in  future  the 
Committee  should  circulate  a  separate 
sheet  with  the  price  list  setting  out  what 
was  being  done  on  behalf  of  members  so 
that  they  would  be  kept  informed. 

Mr  Toher  suggested  that  area  represen- 
tatives should  be  informed  of  all  activi- 
ties which  would  then  be  passed  on  auto- 
matically to  all  members.  In  Sligo  they 
were  very  much  in  the  dark  but  they 
knew  the  committee  was  working  hard.  A 
confidential  report  should  be  sent  to  the 
secretary  of  each  local  association. 

The  president  said  originally  such 
documents  were  sent  out  to  pharmacists 
but  unfortunately  they  did  not  always 
stay  in  the  possession  of  the  person  who 
received  them. 

Medicines'  Bill 

Mr  O'Briain  said  he  was  unaware  of 
the  fact  that  a  Medicines'  Bill  was  even 
pending  in  the  Dail.  It  was  very  important 
that  all  members  should  be  fully  briefed 
on  such  matters,  as  they  might  be  able 
to  contribute  useful  suggestions  if  they 
were  aware  that  such  matters  were  in  the 
offing. 

The  president  said  they  would  en- 
deavour to  have  a  copy  of  the  Bill  sent 
to  each  member.  It  would  also  be  desir- 
able to  have  information  on  the  British 
Medicines'  Act  and  the  objections  which 
their  Association  had  to  it.  He  said  that 
poisons'  legislation  would  also  be  intro- 
duced into  the  Bill. 

The  president  added  that  representa- 
tions would  be  made  on  behalf  of  phar- 
macy by  the  Pharmaceutical  Society  as 
to  what  they  considered  constituted  a 
medicine. 

Mr  Miller  said  that  in  the  Society's 
submission  medicines  had  been  defined 
as  incorporating  the  whole  spectrum  from 
Aspro  to  the  most  exclusive  potent  drug. 

Mr  Burke  said  that  under  VAT  medi- 


cines which  would  be  subject  to  the  lesser 
5.26  per  cent  tax  had  been  defined  as 
those  for  human  use.  Excluded  were 
soaps,  shampoos,  detergents,  bleaches, 
general  insecticides,  antiseptics  and  disin- 
fectants. 

Replying  to  Mr  Fahy.  the  president 
said  they  had  written  to  the  other  pro- 
fessional organisations  pointing  out  what 
they  considered  was  the  extraordinary 
definition  of  medicines  by  the  Revenue 
Commissioners  for  the  purposes  of  VAT. 

When  a  Dublin  delegate  complained 
that  she  had  not  obtained  a  price  list 
since  last  April,  the  president  said  they 
had  done  everything  possible  to  get  the 
list  out  on  schedule  but  they  had  printing 
difficulties. 

The  delegate  said  they  were  still  getting 
lists  from  the  manufacturers  and  this 
meant  having  to  alter  the  prices  on  the 
Association's  official  list. 

One  delegate  said  that  members  would 
not  pay  their  subscription  if  they  were 
not  getting  a  service  and  another  delegate 
said  that  a  service  supplied  under  diffi- 
culties was  better  than  no  service  at  all. 

Mr  Miller  said  it  was  hoped  to  have 
a  meeting  between  Society  representatives 
and  the  IDA  in  the  near  future  to  have 
a  common  policy  adopted.  It  was  intended 
that  a  joint  delegation  would  go  to  the 
next  meeting  of  the  organisation  in 
London. 

The  report  of  the  hon  treasurer,  Mr 
D.  P.  McHugh  reported  a  loss  of  £5,038 
in  the  running  of  the  Association  during 
the  year,  which  was  £3.561  more  than  in 
the  previous  year. 

For  some  years  past  expenditure  had 
been  in  excess  of  income  and  the  annual 
subscription  of  £10.50  had  remained  static 
since  1964.  The  Association  could  not 
possibly  carry  on  unless  the  subscription 
were  increased  considerably  and  the  aud- 
itors had  recommended  that  an  increase 
of  not  less  than  100  per  cent  should  be 
made  to  eradicate  the  serious  deficiency. 

On  the  motion  of  Mr  O'Farrell  the 
report  was  adopted. 

Mr  O'Briain  said  they  should  be  think- 
ing in  terms  of  a  £20  subscription  but  Mr 
Roberts  said  this  would  cause  a  number 
of  members  to  withdraw. 

Mr  McHugh  said  there  did  not  appear 
to  be  any  alternative  to  an  increase  in 
this  region  and  Mr  Miller  said  that  mem- 
bers would  get  what  they  paid  for.  If  they 
wished  to  have  the  service  and  facilities 
they  must  be  prepared  to  pay  for  them. 
At  present  pharmacy  needed  all  the  facili- 
ties they  could  get  and  the  sooner  the 
better. 

Replying  to  a  question,  the  president 
said  there  were  1,070  members. 

Mr  Dalton  said  that  even  with  a  100 
per  cent  increase  in  the  subscription  he 
did  not  see  how  they  could  continue  to 
run  the  Association  at  its  present  level. 

A  member  said  it  basically  amounted 
to  whether  they  wanted  the  Association 
to  continue  or  not. 

Mr  Miller  said  the  Society  was  commit- 
ted to  having  the  Union  by  October, 
whether  the  IDA  came  in  or  not. 

The  following  outgoing  members  were 
re-elected  to  the  committee :  Messrs 
Gardner,  Herriott,  Hogan,  McHugh, 
O'Farrell  and  A.  B.  Smith. 
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MARKET  NEWS 

Quinine  is  again 
dearer 

London,  August  30:  With  cinchona  bark 
in  seriously  short  supply  the  makers  of 
quinine  and  quinidine  have  again  marked 
up  their  schedules.  Quinine  sulphate  is 
£4  per  kilo  dearer  and  the  hydrochloride 
is  up  £4-50. 

Crude  drugs  were  in  little  demand 
during  a  week  which  was  influenced  by 
the  bank  holiday.  Price  changes,  mostly 
in  an  upward  direction,  were  noted  in 
aconite  root,  lemon  peel  and  styrax,  and 
for  shipment,  white  pepper,  balsam  Peru 
and  celery  seed. 

Among  essential  oils  Ceylon  Citronella 
was  dearer.  Brazilian  peppermint  was 
quoted  at  the  same  price  for  either  spot 
or  cif. 

Pharmaceutical  chemicals 

Benzocaine:  50-kg  lots  £1-48  kg. 
Quinidine:  Alkaloid   (10-kg  lots)  £47-50  kg;  sul- 
phate  (50-kg)  £45-50. 

Quinine:  (Per  kg  in  85-kg  lots)  Alkaloid  £34-25; 
bisulphate  £26-25;  dihydrochloride  £32-25;  hydro- 
chloride £32-50;  sulphate  £28;  hydrobromide 
(10-kg)  £33-40. 

Crude  drugs 

Aconite:  Spot  £1,125  metric  ton;  £1,100,  cif. 
Agar:  (lb)  Kobe  No  1  £0-85  cit;  European  £0-73. 
Aloes:  (metric  ton)  Cape  primes  £285  spot;  £260, 
cif.  Curacao  £775  spot;  £725,  cif. 
Balsams:  (lb)  Canada:  £2  05  spot;  shipment  £1-95 


cif.  Copaiba:  BPC  £1-25,  Para  £0-40.  Peru:  £1-15 
£1-10,  cif.  Tolu:  BP  £0-70. 
Benzoin:  BPC  £40  cwt  spot;  £38,  cif. 
Buchu:  Spot  £1  per  lb;  shipment  £0-95,  cif. 
Camphor:  BP  natural  powder  £0-85  kg  spot;  £0-80, 
cif.  Synthetic  BP  £0-57  kg  in  500-kg  lots. 
Cardamoms:   (Per  lb  cif)   Alleppy  greens  No  1, 
£0-85;  prime  seeds  £0-90. 
Cascara:  Spot  £450  metric  ton;  no  cif  offers. 
Cassia:  Lignea,  whole  £640  metric  ton  cif. 
Cherry  bark:  Spot  £380  metric  ton;  £370,  cif. 
Chillies:  Zanzibar  £600  ton  afloat;  £500  cif. 
Cinnamon:  Seychelles  bark  £275  ton,  cif.  Ceylon 
quills  four  Os  £604-80,  quillings  £313-60. 
Cloves:  Madagascar  £1,450  metric  ton,  cif. 
Cochineal:  Tenerife  black-brilliant  £6-85  kg  spot; 
£6-75,  cif.  Peruvian  silver  grey  £5-10. 
Cocillana:  Spot  £0-35  lb. 
Colocynth  pulp:  Spot  £700  metric  ton. 
Dandelion:  Root  £410  metric  ton  spot;  £385,  cif. 
Ergot:  Spot  £3-10  kg. 

Gentian:  Root  £400  metric  ton  spot;  £390,  cif. 
Ginger:  (ton)  Cochin  £240,  cif.  Jamaican  No.  3 
£1,050  spot;  £850  cif.  Nigerian  split  £210  spot, 
£185,  cif;  peeled  £310  spot;  £285,  cif.  Sierra 
Leone,  nominal. 

Gums:  Acacia:  Kordofan  cleaned  sorts  £305  metric 
ton  spot;  £280  cif.  Karaya:  No.  2  faq  £23  cwt 
spot.  Tragacanth:  (cwt)  No.  1  spot  £250,  No.  2 
£220.  -s 
Henbane:  Niger  spot  £430  metric  ton;  £420,  cif. 
Honey:  (ton)  Australian  light  amber  £263,  medium 
£251.    Canadian    not    available.    Mexican  £246. 
Chinese  light  amber  £238. 
Hydrastis:  Spot  nominal;  £2-30  lb,  cif. 
Ipecacuanha:  (per  lb)  Matto  Grosso  £2-50  spot; 
£2-40,  cif,  Costa  Rican  £2-20  spot;  £2,  cif. 
Jalap:  Mexican  tubers  £2  kg  spot;  £1-95,  cif. 
Kola  nuts:  West  African  halves  £88  metric  ton 
spot;  shipment  £82,  cif. 

Lanolin:  Anhydrous  BP  minimum  1,000  kg  £375  to 
£415;  cosmetic  grade  £430. 
Lemon  peel:  Spot  £280  metric  ton;  £260,  cif. 
Liquorice  root:  (metric  ton)  Chinese  £110.  Russian 
£115.  Spray-dried  powder  £396,  delivered.  Block 
juice  £431-50. 

Lobelia:   American    herb   £785   metric   ton  spot- 
£760,  cif. 

Lycopodium:    Indian    £2  00    lb   spot;    £1-75,  cif. 
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ANTIBIOTICS  &  VITAMINS  LTD.,  0I-903  5S41 

PARKAR  HOUSE,  BEP.ESFORD  AVENUE,  WEMBLEY,  MIDDX. 
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wharf 

£265, 
Indian 


Mace:  Grenada  £0-35  lb.  fob. 
Menthol:    (kg)    Chinese   spot  not  quoted;  ship- 
ment £6-28,  cif.  Brazilian  spot  £3-85,  afloat  £3-80, 
£3-75  cif,  August-September. 
Nutmeg:    (Per   ton,   cif).   Grenada:   80's  E570; 
sound  unassorted  £490,  defectives  £375,  all  off. 
Nux  vomica:  Shipment  £100  metric  ton,  cif. 
Pepper:    (ton)    Sarawak  black  £380  spot;  £340, 
cif;  white  £555;  £515,  cif. 
Podophyllum:  Emodi  £370  metric  ton  cif. 
Quillaia:  £470  metric  ton  nominal. 
Rhubarb:  From  £0-30  to  £1-50  lb. 
Saffron:  Mancha  superior  £84  kg. 
Sarsaparilla:  Spot  £0-63  lb. 
Seeds:    (ton)    Anise:    China    star  £175, 
shipment   £125,    cif.   Caraway:   Dutch  ex 
£390.     Celery:     Indian     £300;  shipment 
cif.  Coriander:  Moroccan  £80,  cif.  Cumin: 
£300,  cif.  Chinese  £235,  cif.  Dill:  Indian,  for  ship- 
ment £120,  cif.  Fennel:  Chinese  £130  (metric  ton), 
cif;    Indian   nominal.    Fenugreek:    Moroccan  £69 
long  ton,   cif.   Mustard  £60-£120  spot. 
Senega:  Canadian  £1-75  lb  spot  and  cif. 
Senna:  (lb)  Tinnevelly  No.  3  faq  leaves  £0  06i; 
pods,   hand-picked  £0-11;   manufacturing  £0-08i; 
Alexandria    h/p   £0-52   ex   wharf;  manufacturing 
£0-26  nominal. 

Squill:  White  spot  £300  metric  ton; 
Styrax:  £2.30  lb  spot;  £2-25,  cif. 
Tonquin  beans:  Para  £0-37  lb  spot; 
Turmeric:  Madras  finger  £200  ton; 
Valerian:    (metric    ton)  Continental 
cif;  Indian  £270  spot;  £265,  cif. 
Waxes:  (ton)  Bees'  Dar-es-Salaam,  spot  nominal; 
£610,  cif.  Candelila  nominal  Carnauba  spot  £750. 
Witchhazel  leaves:  Spot  cleared;  new  crop  £820 
metric  ton,  cif. 

Essential  oils 

Almond:  Drum   lots  £0-68  kg. 
Amber:  Rectified  spot  £0-29  kg. 
Anise:  Chinese  £1-50  kg  spot;  £1-45  cif. 
Bay:  £8  kg  spot. 

Citronella:    Ceylon    spot    £1-16    kg;    £1-11  cif. 

Chinese  £1-20  spot;  £1-10  cif. 

Peppermint:    (per   kg)    Arvensis   Chinese,  spot 

unobtainable;  Oct-Nov  £2-60,  cif.  Brazilian  £1-60 
spot  and  cif.  American  piperata  from  £1-60. 


£260,  cif. 

£0-32,  cif. 
£172-50,  cif. 
£280;  £275 


FRILLY  NYLON  BABY  PANTS: 

Fully  fashioned  plastic  lined. 

Cot  sheets,  plastic  bibs  in  plain  material  or  nursery  prints.  Terry  bibs,  small,' 
medium,  large,  plastic  lined. 
Samples  and  quotation  from 

A.  &  H.  HEYMAN  •  H0RNDALE  AVENUE  Tel: 
AYCLIFFE  INDUSTRIAL  ESTATE,  Co.  DURHAM  A3y|^e 


Situations  vacant 


SENIOR  PHARMACIST 

HOME  OFFICE,  PRISON  DEPARTMENT 

Applications  are  invited  from  male  or  female  registered  Pharmacists 
aged  25  or  over  for  appointment  as  Senior  Pharmacist  at  Her  Majesty's 
Prison,  Holloway,  London,  N7.  Previous  hospital  experience  is  not 
essential. 

Salary  scale  £1,563  to  £1,944  plus  £111  per  annum  environment 
allowance.  London  weighting  of  £126  per  annum  is  payable  in 
addition.  Starting  salary  above  the  minimum  of  the  scale  may  be 
allowed  for  previous  National  Health  Service,  Government  Service 
or  other  comparable  experience. 

A  five-day  week  is  worked.  The  annual  leave  allowance  is  three  weeks 
and  three  days  rising  to  four  weeks  after  ten  years'  total  service,  plus 
six  public  holidays. 

Application  forms  obtainable  from  the  Establishment  Officer,  Home 
Office,  Prison  Department  (R  10/10  VDC),  Portland  House,  Stag  Place, 
London,  SW1. 

For  further  information  please  telephone  the  Chief  Pharmacist, 
HM  Prison,  Holloway  (01-607  0231). 


MARKETING  MAN  for  Pharmaceutical 
and   Dyestuff  intermediaries. 

We  are  looking  for  a  marketing  man 
with  good  technical  knowledge  and 
commercial  background  to  develop  the 
sales  of  already  proven  products  as 
well  as  for  new  developments.  The 
person  we  are  seeking  must  be  prepared 
for  considerable  travelling.  Company 
car  will  be  provided.  Salary  to  be 
negotiated  according  to  qualification. 
Written  applications  to  Bofors  (Gt. 
Britain)  Co.  Limited,  Dowsetts  Lane, 
Ramsden  Heath,  Billericay,  Essex. 
Attention  Company  Secretary. 


I. M.S.,  TECHNICAL  SERVICES 
DEPARTMENT  is  looking  for  an 
experienced  Dispensing  Assistant 
and  a  leading  counter  hand.  The 
position  would  suit  someone  who 
would  like  to  use  their  pharma- 
ceutical background  in  Market 
Research.  No  statistical  work  is 
involved.  Good  salary  and  L.V.'s, 
5-day  week,  no  Saturdays.  Please 
telephone  Mrs.  J.  Kiddle,  242  5029 


SALESMAN  &  SALES- 
LADIES REQUIRED 

for  good  class  and  well 
known  photographic  store. 

Top  salary  and  commission. 

Direct  Photographic  Sup- 
plies Ltd.,  224  Edgware 
Road,  London  W2. 

Phone:  01-262  4421/8 


LADY  OR  GENTLEMAN  PHAR- 
MACIST required  as  Director 
Superintendent  starting  October  23 
for  Pharmacy  in  Amersham.  Salary 
£2,000  per  year  with  flat  over 
Pharmacy.  Rent  and  rates  free. 
Three  weeks  holiday  a  year,  one 
Saturday  afternoon  off  each  month. 
Apply  L.  L.  Schofield,  Weedon 
Cottage,  23  Weedon  Lane,  Amer- 
sham, Bucks.  Tel.  Amersham  5167. 
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MEDICAL 
REPRESENTATIVE 

Company,  based  in  the  East  Kent  area,  requires 
a  Representative  to  develop  an  effective  sales 
programme  for  their  pharmaceutical  specialities. 

The  person  appointed  would  be  responsible  for 
all  promotional  activities,  to  include,  mailings, 
personal  visits,  exhibiting  at  medical  meetings, 
etc. 

A  younger  man,  with  the  necessary  background 
experience  in  contacting  all  levels  of  the  Medical 
Profession,  would  be  preferred  but  age  would  be 
immaterial  if  the  right  man  came  along. 

A  good  basic  salary  will  be  paid  and  a  commis- 
sion scheme  operated,  plus  paid  annual  holiday. 
Company  car  supplied. 

Gentlemen  who  consider  that  they  have  the 
necessary  experience  are  invited  to  write  with 
full  resume,  in  strict  confidence,  to: 

The  General  Manager,  Box  Number  2007. 


WORKS  MANAGER 
REQUIRED  IN  DEVON 

by  a  long-established,  private 
company,  employing  100  and 
manufacturing  medicated  pastilles 
and  lozenges.  He  must  be  a 
chemist,  be  between  30  and  40 
have  experience  of  multi-stage 
batch  production  and  be  able  to 
handle  people;  he  should  preferably 
have  some  work  study  and  con- 
fectionery background. 
The  position  is  challenging  and 
there  are  good  prospects  of 
promotion  to  the  Board. 
Write,  giving  age  and  experience, 
to  the  Managing  Director,  Ernest 
Jackson  &  Co.  Ltd.,  Crediton, 
Devon. 


Finance 
available 


REELANCE  representatives  or  whole- 
alers  required  to  carry  line  of  fast 
elling  breath  tablets,  retail  5p.  All 
reas.  Export  enquiries  also  invited, 
enz  (London)  Limited,  206  Church 
load,  London,  N.W.10. 


Situations 
Wanted 


SENTLEMAN  WITH  excellent  know- 
edge  of  ethicals,  drugs,  clerical, 
ItC,  desires  position  in  wholesale 
rade — any  part  of  Britain.  Replies 
icknowledged.   Box  No.  2001. 


FINANCE 
AVAILABLE 

1st  and  2nd  MORTGAGES 
100%    1st   and   90%  2nd 


COMMERCIAL  MORTGAGES 
LEASEBACKS— INTERNATIONAL 
FINANCE 

BUSINESS  FINANCE  for  pur- 
chase or  injection.  Factoring  and 
Discounting    on    monies  owed. 

PERSONAL  LOANS 
from  £200-£10,000 
UNSECURED    LOANS    up  to 
£10,000 

INSURANCE      COVER      in  all 
spheres  of  business,  or  personal 
insurance. 

BUSINESS  CONSULTANCY  in  all 
company      problems.  Financial 
advisers  giving  personal 
attention 

DOMINION    FINANCE   CO.  LTD. 

Private  Financiers, 
97   Wood   Street,    London,  E.17 
01-521  0011 


Hospital  appointments 


PETERBOROUGH  AND  STAMFORD  HOSPITAL  MANAGEMENT 
COMMITTEE 
PETERBOROUGH  DISTRICT  HOSPITAL 

DEPUTY  CHIEF  PHARMACIST, 

Category  IV,  required  for  the  new  Peterborough  District  Hospital 
of  343  beds. 

Salary  Scale:  £1,758  per  annum,  rising  by  annual 
increments  to  £2,253  per  annum. 
ALSO 
PHARMACIST 
Salary  Scale:  £1,545  per  annum,  rising  by  annual 
increments  to  £1,941  per  annum. 
The  posts  offer  interesting  and  varied  duties  in  a  new  Department. 
Whitley  Council's  Conditions  of  Service. 

Applications  giving  details  of  age,  qualifications,  previous  experience, 
and  the  names  of  two  referees,  to  the  Group  Secretary,  Peterborough 
and  Stamford  Hospital  Management  Committee,  District  Hospital, 
Thorpe  Road,  Peterborough. 


HAMMERSMITH  HOSPITAL 
AND  THE  ROYAL  POSTGRADUATE 
MEDICAL  SCHOOL 

Du  Cane  Road,  London,  W.12 
Pharmacist  required  for  teaching 
hospital  (Category  V).  Excellent 
general  experience,  and  participation 
in  the  specialist  service  to  the  School, 
Medical  Research  Council  and  other 
research  units. 

Opportunity  for  pharmacist  interested 
in  helping  develop  improved  ward 
stock  issue  scheme,  and  in  introducing 
ward  pharmacy  into  a  large  hospital 
with  unusually  high  number  pro- 
fessorial units. 

Salary  scale  £1,545-£1,941,  plus 
Higher  Qualification  Allowance  £25 
(where  applicable)  and  London  Allow- 
ance £126.  Accommodation  available 
for  single  person  (female). 
Applications  stating  age,  experience 
(if  any)  and  naming  two  referees  to 
Chief  Pharmacist. 


CHASE   FARM  HOSPITAL 
ENFIELD,  MIDDLESEX 

PHARMACY  TECHNICIAN  re- 
quired at  this  Hospital.  Applicant 
should  possess  the  Certificate  of 
the  Society  of  Apothecaries  or 
the  City  and  Guilds  Dispensing 
Technicians  Certificate.  Salary 
£954  to  £1,320  p. a.  plus  London 
Weighting  of  £126.  For  further 
details  apply  to  the  Chief  Phar- 
macist, Tel.  363  3211   ext.  215. 


High  Wycombe  &  District  HMC 

WYCOMBE  GENERAL  HOSPITAL, 
High  Wycombe,  Bucks. 

PHARMACY  TECHNICIAN  required 
for  modern  pharmacy.  Good  working 
conditions  and  opportunity  to  gain 
wide  experience  in  a  busy  general 
hospital.  Applicants  must  possess 
recognised  pharmacy  certification. 
Salary  within  scale  £954-£l,320  per 
annum. 

Further  details  from  Group  Chief 
Pharmacist  High  Wycombe  26I6I, 
Ext.  250. 


ST.  ANN'S  GENERAL  HOSPITAL, 
ST.  ANN'S  ROAD,  LONDON,  N.15 

PART-TIME  PHARMACIST  re- 
quired for  16-18  hrs.  per  week 
by  arrangement.  Easy  access  to 
Piccadilly  and  Victoria  Under- 
ground lines.  Apply  Chief 
Pharmacist.    Tel.    01-800  0121. 


NORTHERN  IRELAND 
HOSPITALS  AUTHORITY 
WESTERN  HOSPITAL 
MANAGEMENT 

COMMITTEE 
DEPUTY  CHIEF 
PHARMACIST 

Applications  are  invited  from 
suitably  qualified  persons  for  the 
post  of  Deputy  Chief  Pharmacist  IV, 
to  undertake  duties  at  hospitals  in 
the  West  Tyrone  area. 
Salary  scale  £1,758  by  seven 
increments  to  £2,253  per  annum. 
Applications  giving  full  details  of 
qualifications,  experience  etc.  should 
be  sent  to  the  Group  Secretary, 
Western  Hospital  Management 
Committee,  Tyrone  and  Fermanagh 
Hospital,  Omagh,  as  soon  as 
possible. 


ILFORD    AND  DISTRICT 
HOSPITAL  MANAGEMENT 
COMMITTEE 

BARKING  HOSPITAL 

Upney  Lane,  Barking,  Essex 

SENIOR  PHARMACIST 

based  at  Barking  Hospital,  but 
may  be  required  to  work  at 
other  hospitals  within  the  Group. 
Salary  scale  £1 ,689-£2,100  plus 
London  Weighting. 

Applications  to  the  Group 
Secretary,  King  George  Hospital, 
Eastern    Avenue,    llford,  Essex. 


High  Wycombe  &  District  HMC 

AMERSHAM  GENERAL  HOSPITAL, 
AMERSHAM,  BUCKS. 

PHARMACY  TECHNICIAN 

required  full-time.  Salary  £954  to 
£1,320  according  to  age  and  experi- 
ence. Applications  with  names  of  two 
referees  are  invited  from  persons 
holding  the  Certificate  of  Apothe- 
caries or  equivalent  certificate  to 
Hospital  Secretary. 

Enquiries  to  Chief  Pharmacist,  Amer- 
sham  441 1,  Ext.  I. 
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Classified  advertisements 


PHARMACISTS. 

Walton  Hopsital.  Rice  Lane, 

Liverpool  L9  1AE. 

Applications  are  invited  for  posts 
of  basic  grade  Pharmacists  to  work 
in  a  modern  department  serving  this 
busy  acute  hospital  of  955  beds 
with  a  large  Out-patient  and 
Accident  and  Emergency  commit- 
ment. Those  appointed  will  be 
required  to  assist  in  the  introduction 
of  a  new  ward  drug  administration 
scheme.  This  post  offers  an 
excellent  opportunity  to  those  with 
an  interest  in  a  career  in  the  hospital 
service.  Salary  £1,545  pa.  to 
£1,941  p.a. 

Applications  stating  age,  qualifica- 
tions, experience,  and  the  names 
and  addresses  of  two  referees, 
preferably  present  and  previous 
employers,  should  be  forwarded 
to  the  Hospital  Secretary  as  soon 
as  possible. 


Agents 


AGENTS  REQUIRED,  calling  on 
Chemists  for  two  reputed  products. 
Generous  terms.   Box  1996. 


Businesses 
for  sale 


Flats  to  let 


TONBRIDGE  WELLS,  Furnished  single 
occupancy  luxury  flats,  one  double, 
from  £12  per  week  exclusive.  Telephone 
Tonbridge  Wells  22174  or  27503. 


NORTH  WALES 
MORFA  NEFYN 

On  the  instructions  of  the  Estate 
of  J.  Ogwen-Jones  deceased. 
Chemist  shop  and  house  in  ex- 
cellent position  catering  for  the 
Lleyn  Peninsula  where  there  is  a 
very  strong  need  for  a  Pharmacy. 
Situated  near  the  Beach  and  Golf 
Course,  the  property  is  ideal  for 
business  and  for  residence. 

For  full  particulars  apply: — 

Bob  Parry  &  Co.,  Ltd., 

13  Goal  Street,  Pwllheli  2526. 


Shopliftings 


Low  Cost 
Unit 

Shopfronts 

600  Designs 


Take 
36 

Months 
To  Pay 


inAnodised  Aluminium 
Built  in  Illuminated  signs 

0  Available  from  stock 

%k  Installed  in  2  Days 
on  most  sites 

UNIT  SHOPFRONTS  LTD 

9  Aintree  Road   Perivale  Middlesex 

PHONE:01-997-9943/7 


BRIAN  NICHOLS  LTD. 
OF  WIGAN 

For  Complete 
Pharmacy  Shopfifting 

Offer  Package  Deal  shop- 
fitting  to  the  Retail  Chemist. 
From  design  to  finance. 
Office  and  Works: 
276    WALLGATE,  WIGAN, 
LANCS. 

Phone  WIGAN  45705. 

24-hour  telephone  service. 


SHOPFRONTS  and  interior  fittings 
by  Chemist  Specialists.  WARWICK 
SHOPFITTING,  20  Rudd  Street, 
London,  SE18  6RS.  Tel.  01-854  0343. 


Wanted 


ONE  DAY  REFITS.  No  trade  loss 
arrangements.  Your  shop  replanned 
free.  Low  prices.  Cash,  Rental, 
Credit.  S.  G.  Clark,  Kytes  House, 
Watford  WD2  6NT.  Tel:  Garston  79151 
any  time. 


INTERPLAN  SYSTEM  80.  Modular 
units,  designed  for  the  modern 
pharmacy.  Attractive  designs  at 
attractive  prices  plus  complete  shop- 
fitting  service.  Details  from  Olney 
Bros.  (Shopfitters)  Ltd.,  Jado  House, 
Northbridge  Road,  Berkhamsted, 
Herts.  Tel:  5417/9. 


WANTED:  Surplus  cameras,  enlarg- 
ers,  cine-cameras  and  projectors, 
photographic  equipment  of  every 
description.  Surplus  and  outdated 
film  and  paper,  large  or  small 
quantities.  Phone,  write  or  call. 
Spears  (Dept.  CD),  back  Watling 
Street,  Shudehill,  Manchester,  4. 
Telephone:  BLAckfriars  9432  (5 
lines).  Bankers,  Midland  Bank,  Ltd. 

C  613 


WE  PURCHASE  surplus  and  redun- 
dant stocks  of  every  description, 
especially  packing  material.  Spot 
cash  settlement.  Reliance  Trading 
Company,  23-25  Charles  Lane,  St. 
John's  Wood,  London,  N.W.8.  Tel.: 
JUNiper  0701.  C  599 


URGENTLY  REQUIRED,  all  items 
connected  with  old-fashioned  Phar- 
macies.— Runs  of  drug  drawers,  shop 
rounds,  jars,  etc. — Telephone  Ash- 
tead  (Surrey)  72319  or  write  Robin 
Wheeler,  'Maplehurst',  Park  Lane, 
Ashtead,  Surrey. 


Trade  services  Trade  Marks 


ANALYTICAL  AND  RESEARCH 
FACILITIES 

Complete  Chemical,  Biochemical, 
and  Micro-Biological  investiga- 
tions, for  all  branches  of  the 
Food,  Pharmaceutical,  and  Drug 
Industries,  using  the  latest  tech- 
niques of  Chromatography,  Infra 
Red,  U/V,  and  Atomic  Absorp- 
tion Spectroscopy,  in  addition  to 
all  standard  Analytical  proce- 
dures. 

Highest  resolution  Black/While, 
and  Colour  Photo-Microscopy. 
Our  qualified  staff,  will  be  pleased 
to  discuss  any  problem,  from  a 
simple  analysis,  to  a  full  scale 
Research  and  Development  Pro- 
ject. 

In  the  first  instance,  please  write 
or  telephone  our  Technical  Direc- 
tor. 

Dept.  "C", 

ROCK   BANK  LABORATORIES, 
BOLLINGTON, 
MACCLESFIELD,  Cheshire. 
Tel:  Bolllngton  2459/50  or  2777. 


CHEMISTS — CASH  &  CARRY 
45  TEMPLAR  AVE.,  COVENTRY 


Business 
opportunities 


PHARMACEUTICAL 
MANUFACTURERS 

LARGE  &  SMALL 

Are  you  interested  in  selling  your 
business  for  the  right  price.  We  can 
put  you  in  touch  with  several  of 
our  clients  both  British  and 
American  who  are  prepared  to  pay 
premium  figures. 

Strictest  Confidence  Observed 

Pharmaceutical  Projects  Ltd. 
Nottingham  NG11  6LW. 
Tel.  Nottingham  211121. 


Eminent  British  Pharmaceutical  Manu- 
facturing Company  has  recently  rebuilt 
sterile  Laboratories  to  conform  with  the 
requirements  of  the  Medicine  Act. 
Micro  filtered  air  .05  Micron,  air 
changed  eight  times  per  hour.  Spare 
manufacturing  capacity  available.  Seeks 
long  or  short  term  contracts.  Box 
No.  2006. 


Miscellaneous 


FASHION  JEWELLERY 

Jodez  (Manchester)  Ltd. 
9  Sugar  Lane  &  34  Shudehill 
Manchester  4.  DEAnsgate  6565 
Largest  and  most  exclusive 
selection  of  Necklets,  Brooches, 
Chainbelts,  Dress  Rings,  Ear- 
rings (all  types)  Hair-Orna- 
ments, etc.  Limited  quantity  cf 
clearing  lines  available,  parcels 
£5.00  and  upwards. 


The  Trade  Mark  No.  867170  consisting 
of  the  word  IPEXON  and  registered 
in  respect  of  all  goods  included  in 
Class  5  was  assigned  on  10  January 
1972  by  B.D.H.  Pharmaceuticals 
Limited  of  Birkbeck  Street,  London 
E.2  to  Smith  (Sales)  Limited  of 
12  Great  James  Street,  London, 
W.C.1  and  was  subsequently  assigned 
on  25  January  1972  by  Smith  (Sales) 
Limited  to  Standard  Oil  Company  of 
117  Main  Street,  Flemington,  New 
Jersey  and  30  Rockfeller  Plaza,  New 
York,  U.S.A. — both  assignments  being 
without  the  goodwill  of  the  busi- 
ness in  which  it  was  then  in  use. 


For  sale 


ONE-SIZE  TIGHTS.  Perfec 
Popular  brands  from  £1.40  doz. 
Tax  paid.  Carriage  free.  Price 
list:  Edward  Kaye  Ltd.,  Coventry 
House,  South  Place,  London 
EC2. 


BLAKOE" 


The  widely  advertised  and  uni- 
que Blakoe  health  product  range 
is  available  on  attractive  terms 
to  chemists,  with  excellent  dis- 
play and  sales  aids.  Write  for 
details:  Blakoe  Limited,  229 
Putney  Bridge  Road,  London, 
S.W.15. 


DEFERGEL 

For  premature  ejaculation 

Retail  75p  per  tube 
Wholesale  £2-50  carton   of  6 
Post  paid  c.w.o.  from: 
Lloyd's  Surgical  Dept.  Ltd., 
Commercial    Rd.,  Portsmouth. 
Showcard  free  on  request. 


Two  Spacemaker  Roundabouts  Com- 
plete with  Wooden  Shelves,  Wire 
Baskets  etc.  As  New.  Cost  £260. 
OFFERS.  Box  No.  2003. 


Stock  wanted 


YOUR  SHOP  STOCK 
PURCHASED 

HAVE    YOU    SOLD  YOUR 
PREMISES    BUT  NOT 
YOUR  STOCK? 

We  will  buy  any  quality  and 
branded  goods  from  you 
anywhere  in  the  United 
Kingdom.  Cash  transac- 
tions only.  Apply  Box  2005. 


Printed  in  Great  Britain  by  BISHOPSGATE  PRESS  LIMITED,  21  New  Str. 
Square,  London,  EC4A  3JA.  Registered  at  the  GPO  as  a  newspaper 
In  a  retrieval  system,  or  transmitted,  in  any  form  or  by  any  means, 

permission 


4NT,  and  published  by  BENN  BROTHERS  LTD.,  25  New  Street 
feferved.  No  part  of  this  publication  may  be  produced,  stored 
nfjcal,    photocopying,    recording    or   otherwise   without   the  orior 

m.  2U/18J/4S 


Chemist  &  Druggist    September  2,  1972—359 


William  Ransom  is  a  very  keen  gardener 


A  scientific  gardener,  who 
grows  and  imports  large 
quantities  of  raw  materials  - 
processes  them  to  perfection, 
and  supplies  you  with 
galenicals  of  which  he  is 


justifiably  proud. 

When  you've  been  in 
business  for  one  hundred  and 
twenty  four  years  and  remained 
completely  independent  - 
you've  got  to  be  good. 


HITCHIN  •  HERTFORDSHIRE  •  ENGLAND 
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Where  would  Last olita 
be  without  four  support? 


Here's  a  little 
something  in  return  I 


We  know  we're  dependent  on  your 
support.  You're  a  vital  part  of  our 
service  to  the  public. 
So  we  like  to  do  as  much  as  we  can  for 
you,  to  make  your  sales  effort  that 
much  more  effective,  that  much  easier. 
We  give  you  such  things  as  window  and 
counter  display  items.  A  nationwide 
advertising  campaign  in  Radio  Times, 
The  People,  Daily  Mail  and  Daily  Express, 
reaching  over  1 9  million  women  readers. 


A  reliable,  by-return, 

delivery  service. 

A  no-quibble  guarantee. 

And  really  excellent  discounts 

on  six  or  more  pairs. 

And,  above  all,  a  sales  force 

that  calls  exclusively  on  chemists. 

Ask  your  Lastolita  representative. 

He's  there  to  give  you  all  the 

support  you  need. 

In  return  for  your  support  to  us ! 

jasfettte 

LIGHTWEIGHT  ELASTIC  STOCKINGS  AND  TIGHTS 

The  foundation  for  perfect  legs. 

Lastonet  Products  Limited, 
Redruth,  Cornwall. 


About  perspiration,  anti-perspirants 

and  New  Mitchum 
Anti-Perspirant  Spray 


What  is  perspiration? 

A  healthy  human  body  must  maintain  a  constant 
temperature  if  it  is  to  function  comfortably.  Consequently 
nature  has  provided  us  with  a  very  efficient  means  of 
temperature  control — sweating. 

Whenever  the  body  gets  overheated  (whether  because 
the  temperature  outside  increases,  or  whether  it's  due  to 
emotion,  nervousness,  or  physical  exertion)  the  sweat 
glands  go  into  operation  manufacturing  a  thin  film  of 
cooling  water.  Which  would  be  fine  if  we  didn't  wear  clothes. 

When  perspiration  becomes  a  bother 

When  perspiration  is  formed  it  is  almost  a  hundred  per 
cent  pure  water.  Inoffensive  in  itself.  But  even  at  this  stage 
is  noticeable  as  wet  patches  on  clothing,  particularly  under 
the  arms. 

Perspiration  becomes  mixed  with  the  harmless  bacteria 
that  we  all  have  on  our  skin  all  of  the  time,  no  matter  how 
much  we  wash.  When  this  happens  chemical  changes  take 
place  which  give  rise  to  odour,  the  other  noticeable  thing 
about  perspiration . 

In  the  moist,  warm,  enclosed  areas  like  armpits,  soles 
of  the  feet,  etc.  conditions  are  particularly  favourable  for 
these  bacteria  to  thrive  and  multiply.  And  odour  will  be  at 
its  strongest. 

Clothing  helps  trap  the  perspiration,  picks  up  odour  and 
may  become  permanently  stained,  due  to  chemical  changes. 

It  is  sometimes  supposed  that  men  sweat  more  than 
women,  this  isn't  true,  but  as  most  women  shave  their 
underarms  there  is  less  chance  of  perspiration  collecting 
and  therefore  less  chance  of  odour.  Men  have  to  work  a 
little  harder  at  preventing  it. 

Some  people  of  both  sexes  sweat  quite  a  lot.  Partic- 
ularly nervous  individuals.  Some  of  them  find  perspiration 
a  real  problem.  And  of  course  the  more  they  worry  about  it, 
the  more  self  conscious  and  nervous  they  feel,  the  more 
they  perspire.  It's  a  vicious  circle. 

Why  it  is  harmless  to  use  an  anti-perspirant 

Sweat  glands  cover  the  entire  body,  so  that  we're 
sweating  all  over  a  lot  of  the  time  without  even  noticing. 
An  anti-perspirant  is  only  used  on  those  small  areas  where 
perspiration  is  particularly  apparent,  and  where  odour  can 
be  a  problem.  Even  if  perspiration  can  be  stopped  com- 
pletely in  these  areas,  the  temperature  control  mechanism 
still  operates  over  the  ot  her  99%  of  the  body  surface. 

The  difference  between  anti-perspirants 
and  deodorants 

Deodorants  only  cope  with  odour.  They  don't  and  can't 
deal  with  perspiration  itself.  Their  function  is  to  im- 
mobilise skin  bacteria  for  short  periods  of  time.  While  the 
deodorant  lasts,  the  bacteria  cannot  act  upon  perspiration 
and  cause  odour.  But,  unfortunately,  unchecked  perspir- 
ation tends  to  wash  away  the  deodorant,  reducing  its 
effectiveness. 

An  anti-perspirant  on  the  other  hand,  controls  per- 
spiration at  its  source.  It  reduces  perspiration  so  there  is 


less  for  the  bacteria  to  act  upon,  and  therefore  less  odourj 
The  advantages  of  an  anti-perspirant  are  that  wetness  an< 
odour  are  checked  simultaneously. 

How  an  anti-perspirant  works 

Most  anti-perspirants  use  aluminium  salts.  These  ar< 
very,  very  fine  chemical  elements  that  act  separately  01 
individual  sweat  glands  to  prevent  them  from  manu! 
facturing  perspiration. 

The  more  aluminium  salts  that  can  be  delivered  to  tht 
skin  surface,  the  less  perspiration  the  sweat  glands  are 
able  to  make. 

The  problem  of  manufacturers  has  been  how  to  delivei 
the  largest  amount  of  aluminium  salts  without  irritating 
the  skin. 

All  have  arrived  at  about  the  same  percentage,  3 — 3i% 
of  the  total  volume.  So  all  are  equally  effective,  there's 
little  to  choose  between  them.  All  except  Mitchum. 

Mitchum  have  discovered  an  entirely  different  method. 

How  New  Mitchum  Anti-Perspirant  Spray 
works  better 

Years  ago,  the  Mitchum  Company  developed  a  unique 
method  of  buffering  aluminium  salts.  So  that  they  could  be 
non  irritant  but  still  maintain  their  full  power.  This  pro- 
cess was  patented  years  ago  and  is  exclusive  to  Mitchum. 
Since  then,  no  other  anti-perspirant  has  been  able  to 
duplicate  it  . 

This  process  enables  Mitchum  to  safely  add  a  much 
higher  proportion  of  aluminium  salts  to  their  formula  than 
you  would  find  in  any  other  product.  So  New  Mitchum 
Anti-Perspirant  Spray  contains  more  anti-perspirants  than 
any  other  spray. 

New  Mitchum  Anti-Perspirant  Spray  has  the  unique 
Mitchum  formula  in  a  unique  container,  specially  designed 
for  Mitchum.  This  ensures  an  even  supply  of  anti- 
perspirants  to  the  skin.  No  one  else  has  discovered  a  way 
to  duplicate  this  either. 

The  new  can  with  its  brilliantly  conceived  spray 
mechanism  together  with  the  Mitchum  formula,  make  New 
Mitchum  Anti-Perspirant  Spray  the  most  effective  spray 
ever  formulated.  Powerful  enough  to  help  even  serious 
perspiration  problems. 

Mitchum  helps  bring  problem  perspiration  to  a  stop. 
But  it  is  gentle  too.  It's  as  safe  for  normal  skin  as  the 
milder  anti-perspirants.  And  even  safer  for  fabrics.  Because 
the  same  buffering  process  that  protects  the  skin,  protects 
garments  from  the  aluminium  salt  damage  so  frequently 
caused  by  other  anti-perspirants. 

There  are  Mitchum  Cream  and  Mitchum  Liquid  Anti- 
Perspirants  too.  It's  just  a  matter  of  personal  choice.  All 
are  equally  effective. 

MlTCHUMTHA/ER 

LIMITED  1 
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hie  hair  styles  for  autumn 


Vhether  long,  medium-length  or  short,  hair  this  autumn  will  be  chic  and  elegant, 
mt  at  the  same  time,  uncontrived  and  natural.  All  levels  of  the  bob  remain  a 
ertain  winner — a  basic  head-hugging  cut  as  shown  by  L'Oreal  with  five  inches 
rom  the  crown  to  the  fringe,  four  inches  to  each  side  and  five  inches  to  the 
tape,  a  slightly  more  elaborate  version  like  Claifol's  with  an  unswept  fringe  or 
Vella's  "egg"  shaped  topical  Olympic  style. 

Vhatever  the  choice,  the  naturalness  will      plementing  pastel  and  electrically  inspired 


ook  like  an  ecological  disaster  unless 
t  rides  on  the  peak  of  silkiness.  And 
vith  that  in  mind  Clairol  predict  that  the 
)pportunities  for  selling  conditioners  will 
)e  greater  than  ever.  From  this  healthy 
jeginning.  hair  goes  up  again  with  Poly, 
fhose  style  is  based  on  a  shoulder  length 
:ut,  secured  into  a  neat  bun  at  the  back, 
set  at  the  front  on  large  rollers  and 
'finished"  with  curling  tongs. 

The  perm  is  now  coming  in  from  the 
wilderness,  with  full  backing  from  Elida 
who  foresee  it  giving  the  necessary  bounce 
and  body  to  a  longer  wavier  soft  look. 

Colouring  is  a  more  difficult  thing  to 
assess — Poly  predict  a  move  away  from 
dramatic  transformations  to  more  delicate 
ohanges,  dictated  by  the  natural  colour- 
ing. But  with  Clairol  it  is  an  altogether 
different  story — the  blonde  movie  era  of 
the  '30s,  '40s  and  '50s  lives  again,  corn- 


fashion  shades.  If  "just"  blonde  is  not 
exciting  enough  for  the  more  adventurous, 
they  could  try  the  two-tone  effect,  palest 
at  the  front  and  darker  at  the  back. 

Grey  flannel,  that  much  maligned  enemy 
of  schooldays,  makes  a  grand  entrance  to 
the  fashion  arena  in  sharp  contrast  to 
the  bright  stunning  hues.  And  according 
to  the  creed  of  matching  eye  shadows  to 
clothes  with  it  comes  suitably  misty 
smokey  shades  as  determined  by  Helena 
Rubinstein's  Chimera  Look  and  Elizabeth 
Arden's  Darling  Look. 

Complexions  remain  transparent  and 
glowing,  set  off  by  bold  and  vibrant  lips 
and  nails  as  in  Coty's  roguish  Dandy 
Look  and  Mary  Quant's  Carmen  Look, 
which  was  created  for  the  provocative 
and  immortal  heroine  of  the  rock  version 
of  Bizet's  opera,  Carmen. 


Illustration  courtesy  of  Wella 


Illustration   courtesy   of  Elida 
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hair  care 
customers 


BY  ELIZABETH  ANDERSON 


B, 


' EAUTIFUL  hair  is  healthly  hair — supple, 
glossy  and  silky  soft.  The  kind  of  hair  a  child 
has,  before  it  has  been  exposed  to  the  damaging 
effects  of  polluted  air,  the  drying  effect  of  central 
heating  and  strong  sun,  not  to  mention  the  stresses 
and  strains  of  adult  life. 


There  is  a  fast-growing  interest  these 
days  in  products  that  do  something  specific 
to  ensure  healthy,  beautiful  hair.  Sham- 
poos are  tailor-made  to  fit  individual  hair 
types  or  to  treat  problem  hair  .  .  .  setting 
lotions  come  in  many  different  versions 
.  .  .  conditioners  have  an  important  place 
in  the  market  .  .  .  and  all  the  best  hair 
colourants  and  home  perm  kits  contain 
built-in  conditioners  to  compensate  for 
the  damage  that  can  be  done  by  the  inju- 
dicious use  of  chemical  colouring  and 
curling. 

Here  is  a  round-up  of  just  some  of  the 
products  you'll  be  recommending  and 
selling  to  your  hair-care-conscious 
customers  this  autumn.  To  start  with  .  .  . 


Let's  not  split  hairs 

Hair  can  be  at  its  most  split-endiest  after 
an  overdose  of  summer  sun  and  sea 
water,  and  Mennen,  the  makers  of  Protein 
21  shampoo,  have  produced  a  useful  little 
leaflet  of  21  hair  facts,  from  which  the 
following  is  taken. 

□  What  is  hair?  A  protein  called  keratin. 
Protein  is  the  basic  material  of  your  body, 
of  your  skin,  nails,  organs,  blood,  bones, 
muscles  and — hair.  The  protein  used  in 
Protein  21  shampoo  is  derived  from  an 
organic  source,  collagen. 

□  Scalp  is  like  a  field  of  tulips!  Each  hair 
consists  of  a  shaft,  growing  from  a  bulb, 
rooted  deep  in  the  skin  in  a  tiny  hole 
called  the  follicle.  The  bulb  is  nourished 
within  the  follicle  by  the  scalp's  compli- 
cated irrigation  system  of  blood  vessels. 

□  Hair  grows  at  the  steady  rate  of  about 
one-half  inch  every  thirty  days. 

Q  Each  individual  hair  has  a  life  expec- 
tancy of  from  two  to  four  years;  hair 
seldom  grows  longer  than  24  inches.  Since 
healthy  follicles  replace  the  "older  genera- 


tion" with  new  hairs,  most  people  lose 
from  50  to  100  per  day.  That's  a  perfectly 
normal  part  of  the  replacement  process. 

□  Hair  loss  can  be  accelerated  by  ingested 
chemicals — certain  prescription  drugs, 
hormones,  "the  Pill",  too  much  vitamin  A 
have  also  been  named  as  causes.  Excessive 
hair  loss  also  may  occur  during  high 
fevers  due  to  illness,  pregnancy  and  the 
postpartum  (after  childbirth)  period. 
Although  these  factors  can  contribute  to 
temporary  hair  loss,  regrowth  will  eventu- 
ally occur  spontaneously  from  healthy 
follicles. 

□  Hair  is  strong — much  stronger  than  you 
think.  A  single  strand  of  hair  has  more 
tensile  strength  than  a  strand  of  steel  of 
the  same  diameter. 

□  Straight  hair?  Curly  hair?  Kinky  hair? 
Whatever  it  is  your  hair  characteristics 
are  determined  by  your  genes — those  who 
change  the  natural  characteristics  of  their 
hair  must  be  prepared  to  work  extra  hard 
to  keep  it  looking  beautiful. 

□  The  combination  of  soap  and  hard 
water's  magnesium  and  calcium  salts  form 
curd  which  unless  thoroughly  rinsed 
remains  on  the  hair  causing  it  to  look  dull 


Illustration   courtesy   of  Protein  21 

and  lifeless.  Those  with  soft  tapwater 
should  rejoice.  In  any  case  the  instruction 
is  "rinse  thoroughly  after  shampooing". 
□  In  case  you  haven't  had  a  chance  to 
count  them,  the  number  of  hairs  on  your 
head  appears  to  be  related  to  hair  colour. 
Blondes  have  more  hair — an  average  of 
120,000.  Brunettes  are  in  second  place 
with  100,000  per  head.  Redheads  average 
about  80,000  hairs. 

If  you  would  like  a  copy  of  this  leaflet, 
write  to:  Tina  Marten,  Mennen  Hair 
Advisory  Bureau,  43/44  Albemarle  Street, 
London  W1X3FE,  who  will  be  happy  to 
send  you  one  free  of  charge. 

Balanced  care 

This  summer  also  saw  the  relaunch  of 
Chesebrough-Pond's  Vaseline  shampoos  as 
Vaseline  Balanced  Care  shampoos,  backed 
with  impressive  advertising  support  both 
on  television  and  in  women's  magazines. 

Totally  repackaged  in  eye-catching,  ultra 
modern  PVC  bottles,  with  colour  toning 
caps,  the  range  is  available  in  bottles  and 
sachets  and  consists  of  five  shampoos  each 
intended  for  a  different  hair  type.  They 
are:  Cream  +  conditioner  (pink  with  a 
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deep  cyclamen  cap),  Beauty  shampoo 
(amber  with  a  burnt  orange  cap),  Lemon 
shampoo  (lemon  coloured  with  matching 
cap),  Medicated  shampoo  with  TCH 
(green  with  light  green  cap)  and  Egg 
protein  shampoo  (orange  with  orange  cap). 

The  new  bottle  labels  and  colour  match- 
ing caps  clearly  describe  the  type  of  hair 
for  which  each  shampoo  is  intended,  and 
the  newly  designed  sachets  have  the  same 
linking  colour  schemes. 

New  Bristows 

As  life  seems  an  interminable  battle 
against  the  clock,  Beecham  have  provided 
a  valuable  aid  to  coming  out  on  the 
winning  side  with  their  New  Bristow's 
shampoo-and-conditioner-in-one  —  claimed 
to  be  the  first  preparation  which  houses 
these  two  complete  treatments  in  one 
bottle. 

At  the  same  time  as  the  shampoo  pro- 
perties lift  dirt  and  excess  oils  from  the 
hair,  the  conditioner  gets  to  work  on  each 
strand  to  ensure  the  end  result  is  shiny 
and  manageable.  All  contingencies  are 
catered  for  with  the  four  variants;  for 
normal  hair  there  is  tonic  conditioner,  for 
dry  a  moisturising  conditioner,  for  greasy 
a  conditioner  with  mild  astringent  and  for 
dandruff  sufferers  a  deep  cleansing  sham- 
poo and  conditioner. 

"Naturally  extracted"  treatments 

At  the  other  end  of  the  price  scale  came 
Estee  Lauder's  introduction  of  Azuree's 
Naturally  Extracted  Organic  Treatments 
for  healthy  looking  hair.  This  collection 
of  balanced  herbal  preparations  was  built 
around  a  selection  of  natural  extracts 
which,  blended  with  modern  technology, 
is  designed  to  help  nourish  the  hair  as 
well  as  stimulate  the  scalp.  The  range  con- 
sists of  Single  application  natural 
shampoo,  Natural  rinse  for  normal  and 
dry  hair,  Natural  rinse  for  oily  hair, 
Herbal  pack  conditioner  and  nourisher, 
Natural  care  hair  spray  and  Naturally 
enriched  setting  spray. 

New  Clinic 

During  recent  months  the  well-known 
Clinic  shampoo  came  under  the  Elida 
banner.  Elida's  consumer  research  revealed 
that  two  distinct  groups  of  people  use  a 
medicated  shampoo  although  few  people 
in  each  group  really  had  a  dandruff 
problem. 

One  group  consisted  of  the  younger 
woman  who  regard  healthy  hair,  as  pro- 
vided by  medicated  shampoos  as  the  basis 
of  beatiful  hair,  and  the  other — the  old, 
family-orientated  type  —  were  more 
interested  in  the  hygiene  of  the  whole 
family  than  in  hair-fashion  aspects.  Hav- 
ing identified  these  target  groups  Elida 
developed  Clinic's  two  new  variants — 
Cream  Beauty  Clinic  and  Deep  Health 
Clinic. 

Dry  shampoo  story 

Dry  shampoos  have  climbed  out  of  the 
emergency,  first  aid  class  into  the  battery 
of  day-to-day  hair  care  items  for  women. 
Past  is  the  time  when  they  were  only  used 
if  you  were  ill  abed,  pressed  by  circum- 
stances to  cancel  a  hairdressing  appoint- 
ment, or  anxious  to  revivify  your  hair 
before   a    special   date.    Demuth's  Gem 


works  well  on  any  type  of  hair  and  has 
the  added  plus  of  being  the  only  dry 
shampoo  which  is  inherently  antiseptic, 
releasing  as  it  does  in  the  presence  of 
moisture,  traces  of  formaldehyde. 

Wella  for  men 

An  interesting  idea  is  afoot — or  ahead — in 
these  days  of  Women's  Lib.  Men  are,  it 
seems,  fast  latching  on  to  the  fact  that 
they  no  longer  have  to  conform  and  can, 
like    women,    now    express    their  indi- 
viduality  by   wearing   brightly  coloured 
shirts  and  ties  and  by  wearing  their  hair 
longer.  But  longer  male  locks  suggests 
more  hair  grooming  for  the  men  and 
Wella's  message  is:   "Start  at  the  top, 
whatever  the   length   of  your  hair,   by  >, 
grooming    it    with    products    developed  <£ 
especially  to  achieve  a  natural  look,  with  -~. 
just  the  right  amount  of  control."  ^ 
In  Wella's  range  there  are  shampoos  2 
and  liquid  hairdressings,  all  presented  in  g 
a  distinctive  silver  and  blue  pack  to  give  u 
the  series  an  air  of  cool  confidence,  and  .3 
it    includes:    shampoo,    in    sachets    and  g 
bottles,    non-greasy    liquid    hairdressing,  3 
medicated  hairdressing  and  hair  spray.  - 

The  setting  story 

What  you  put  on  your  hair  to  ensure  that 
the  set  stays  put  is  important.  Wella's 
Body  'n  Bounce  hair  set  with  conditioner 
is  excellent.  Wella  recommend  that  it  is 
used  with  their  newish  Satin  Foundation 
shampoo,  which  actually  makes  your  hair 
more  receptive  to  conditioners  and  setting 
lotions. 

And  Poly  have  introduced  new  versions 
of  their  Polyset.  Poly  believe  that  being 
able  to  set  your  own  hair  is  just  as 
important  a  part  of  your  beauty  know-how 
as  putting  on  your  make-up — and  all  that 
it  requires  once  you've  mastered  the  basic 
technique,  is  nimble  fingers,  practice,  a 
spot  of  patience  and  a  good  setting  lotion 
to  make  your  set  last  longer.  If  your  style 
flops  out  the  next  day,  even  though  you've 
used  a  setting  lotion,  it  is  probably 
because  your  hair  is  so  fine  and  limp. 

For  those  with  hair  that  refuses  to  hold 
a  set,  Poly  have  introduced  an  Extra  Hold 
version  of  Polyset  which  gives  a  firm  hold 
and  extra  body  to  hair  with  a  mind-of-its- 
own.  But  there  are  also  Polysets  for  nor- 
mal, greasy,  dry  and  silver  and  blonde 
hair. 

Elida  have  also  recently  added  to  their 
Sunsilk  range  a  protein  conditioner,  which, 
they  claim  that  this  is  the  first  conditioner 
to  be  sold  with  specially  formulated 
variants  for  dry,  normal  and  greasy  hair. 

Caring-for-hair  accessories 

There  are  a  dozen  accessories  that  every 
woman  uses  for  day-to-day  hair  care  but 
perhaps  the  most  important  of  all  is  the 
hairbrush.  We  have  all  been  taught,  from 
the  nursery  onwards,  that  you  should  give 
your  hair  a  good  brushing  every  morning 
and  every  evening,  but  what  is  not  so 
often  recommended  is  the  kind  of  brush 
one  should  use  for  this  essential  exercise! 

Jack  el  have  had  the  sole  agency  for 
years  now  of  Royal  Sweden  hairbrushes 
which  come  in  four  basic  shapes  to  deal 
with  most  hair  styles  and  they  are  avail- 
able in  anything  from  pure  boar  bristle 
to  a  bristle  and  synthetic  mixture.  But  I 


have  used,  and  liked  most  of  all,  their 
Jacquelle  Styling  and  Massage  hair  brush, 
based  on  an  original  design  by  Alexandre, 
the  famous  Parisian  hairdresser  of  so 
many  famous  heads. 

This  hairbrush  has  a  rubber  cushion 
with  a  filling  of  high  quality  bristle  inter- 
spersed with  fine,  white,  man-made  fila- 
ments. These  two  combine  to  give  a  hair- 
cleansing  action  with  scalp  massage. 

Hair  colouring — permanently  speaking! 

Most  reputable  companies  now  marketing 
hair  colourants — like  Clairol,  L'Oreal  and 
Roja,  to  name  but  a  few — place  great 
emphasis  on  the  hair  care  properties  of  the 
products  they  sell.  Clare  Kendall,  of  Roja 
of  Paris,  sent  us  the  piece  that  completes 
this  portfolio  of  information.  It  could  be 
useful  when  you  have  to  make  personal 
recommendations  to  your  customers. 

Hair  colourants,  many  assistants  say, 
are  among  the  trickiest,  most  rewarding 
products  they  have  to  sell.  Why?  Because 
the  colour  of  a  woman's  hair  is  a  very 
personal  thing — she  wants  an  individual 
result.  Your  customers  don't  want  to  look 
like  identical  peas  out  of  the  same  pod! 
The  illustrations  featured  on  hair  colourant 
packs  are  intended  as  an  approximate 
guide — it  is  neither  possible  nor  desirable 
that  everyone  who  uses  that  shade  will 
end  up  looking  like  the  twin  of  the  model 
on  the  box!  Results  are  dependent  on 
many  factors,  but  the  shade  bar  illustra- 
tions shown  on  the  back  of  Roja's  Belle 
Color  packs  help  you  to  give  customers 
an  indication  of  the  likely  results  that 
colour  will  produce  on  different  shades  of 
hair.  When  a  customer  decides  she  wants 
to  make  a  permanent  change  to  her  hair 
colour,  your  basic  understanding  of  the 
subject  will  prove  invaluable  in  helping 
her  make  the  right  choice.  And,  after  all, 
it  is  an  important  step,  for  the  effects  of 
permanent  hair  colours  cannot  be  sham- 
pooed completely  away  like  the  true  semi- 
permanent or  temporary  rinse. 

You'll   probably   find   that   you'll  be 

Continued  on  p  8 


BEAUTIFUL  PROI 


1 .  Illuminated  Make-up  Mirror 
£9-95. 

2.  Hood  Hair  Drier  'Comfort' 
£7-95. 

3.  De  luxe  Combined  Health  Lamp 
£17-99. 

4.  Combined  Health  Lamp 
£13-99. 

5.  Hood  Hair  Drier 'Comfort 
Special'  £9-50. 

6.  RechargeableToothbrush 
£9-95. 

7.  Battery  Toothbrush  £3-99. 

8.  Hair  Curler  Set  £9-95. 

9.  Ultraphil  £10-99. 

10.  Infraphil  £6-30. 

11.  Hand  Hair  Drier  £4-95. 

12.  Ladyshave  Standard  £4-12. 

13.  Ladyshave  Beauty  £4-50. 

14.  Ladyshave  Cordless  £3-99. 

15.  Ladyshave  de  luxe  £5-50. 

16.  Hair  and  Massage  Brush  £5-19. 
17  Hair  clippers  £4-80. 

18.  Beauty  Set  £13-50. 


WE  WANT  YOU 
TO  HAVE  THE  BEST 


PHILIPS 
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involved  more  over  the  choice  of  a  hair 
colourant  than  with  any  other  cosmetic. 
Remember  then  that  results  will  be 
affected  by  the  colour  her  hair  is  to  start 
with,  its  texture,  how  receptive  it  is,  and 
what  has  already  been  done  to  it  (she  often 
doesn't  know,  and  sometimes  does  but 
won't  let  on!).  The  first  thing  you  must 
find  out  is  the  kind  of  result  your  customer 
wants.  And  now  she  has  chosen  permanent 
hair  colour,  tell  her  about  the  versatility 
of  this  product  and  how  much  it  can  do 
for  her.  Permanent  hair  colourants  can 
lighten,  darken,  match  or  enrich  natural 
colour,  or  simply  colour  grey  away,  and 
the  best  ones  on  the  market  are  shampoo- 
simple  to  use. 

Tactful  guide 

Having  said  this,  there  are  times  when 
you  must  be  prepared  to  tactfully  guide 
her  away  from  what  simply  wouldn't  suit 
her,  or  explain  that  she  might  not  be  able 
to  obtain  the  result  she  would  like  with 
a  permanent  hair  colour.  For  example,  it 
should  be  explained  that  there  is  a  limit 
to  the  degree  of  lightening  that  can  be 
achieved  by  a  product  which  also  contains 
colouring  properties.  And  this  leads  us 
to  the  commonest  hair  colouring  com- 
plaint— "I  used  this  ash  blonde  colour  but 
my  hair  is  still  brown".  Of  course  it  is! 
Because  when  you  investigate  you  find  that 
her  hair  was  originally  dark  brown  and, 
as  you  know,  it  is  impossible  to  achieve 
a  pale  blonde  shade  on  such  a  dark  base 
just  by  using  a  permanent  hair  colour. 
The  result  this  customer  is  aiming  for  can 
be  reached  with  the  use  of  a  straight- 
forward lightener  that  doesn't  incorporate 
any  colouring  properties.  The  palest  shades 
in  a  permanent  hair  colour  range  will 
lighten  up  to  three  tones  (e.g.  light  brown 
to  mid  or  light  blonde) — the  paler  the 
shade  the  more  pronounced  the  lightening 
effect  will  be. 

At  the  risk  of  stating  the  obvious,  how- 
ever, the  dark  shades — as  an  extreme 
example — do  not  have  a  lightening  effect. 
But,  of  course,  they  will  cover  up  grey 
marvellously.  Some  customers  who  have 


taken  the  plunge  and  gone  blonde  may  tell 
you  they  now  wish  to  add  ashen  or  pastel 
tones.  In  such  cases  you  can  confidently 
recommend  the  vary  palest  shades  of 
Belle  Color  which  will  act  as  a  toner.  But 
do  remember  to  advise  your  customer  to 
do  a  simple  strand  test  before  she  uses  a 
toner,  because  it  is  very  difficult  to  antici- 
pate the  effect  a  toner  will  have  on 
blonded  hair. 

Second   vital   point   affecting   the  end 
result  is  "What  colour  is  she  now?".  Does 
her  hair  contain  a  little  or  a  lot  of  white 
^_  hair?  When  choosing  a  shade  to  cover 
£  white  hairs,  a  slightly  lighter  colour  than 
j~  the  natural  shade  is  often  more  flattering. 
In  any  case,  do  not  recommend  too  dark 
a  shade  in  the  first  instance  for  hair  with 
2  a  very  high  percentage  of  white.  Why? 
|  Because  nature  tidily  arranges  it  that  the 
u  skin  tones  become  more  delicate  as  white 
2  hair  appears,  and  the  contrast  of  very  dark 
8  hair  could  be  too  harsh.  Besides,  it  is 
2  always  easier  to  darken  hair  than  it  is 
5  to    lighten    coloured    hair    by    way  of 
remedial  action.  Should  a  customer  wish 
to   return   from   blonde   to   her  natural 
colour,  or  to  a  new,  deeper  shade,  you 
can  recommend  the  use  of  Belle  Color 
to    perform    a   successful    toning  down 
operation. 

Hair  colouring  kit 

There  are  18  true-to-nature  shades  to 
choose  from  and  each  pack  contains, 
like  several  other  reliable  hair  colourants 
available,  a  complete  hair  colouring  kit — 
right  down  to  plastic  gloves.  It  is  wise, 
however,  to  stick  to  the  lighter  shades 
when  toning  down  from  blonde  to  dark 
and  perhaps  to  do  the  operation  in  two 
or  three  stages,  thus  making  a  gradual 
change  that  she  can  get  used  to,  slowly. 
However,  if  your  customer  wants  to  return 
to  dark  brown  in  one  operation,  a  light 
or  mid  brown  shade  will  probably  achieve 
the  result.  To  sum  up,  you'll  find  the 
following  a  helpful  guide  in  dealing  with 
the  task  of  shade  choice: 
0  to  darken  the  natural  colour  select  the 
target  shade  (colour  customer  chooses 
from  the  shade  chart  as  her  aim) 
#  to  lighten  the  natural  colour,  choose  a 
lighter  shade.  The  lighter  the  shade  you 
choose,  the  more  pronounced  the  lighten- 
ing effect  will  be 

$  to  enrich  or  brighten  hair,  choose 
shades  that  have  warm  or  golden  tones 
9  to  return  a  percentage  of  white  hair  to 
its  original  colour,  choose  the  shade 
nearest  the  original  colour  or,  if  in  doubt, 
one  shade  lighter. 

Gentle  reminder 

Finally,  a  hair  colourant  is  not  like, 
say,  a  coat  of  paint — something  to  be 
slapped  on  top  of  an  existing  colour  to 
produce  the  shade  illustrated  on  the  can! 
Results  will  always  be  affected  by  the 
texture  of  the  hair,  its  basic  colour,  the 
amount  of  white  hair,  the  colourant 
already  on  the  hair.  And  when  the 
customer  buys  the  product  of  her  choice, 
give  her  a  gentle  reminder  on  the  import- 
ance of  following  the  manufacturer's 
instructions  to  the  letter;  with  your  guid- 
ance and  the  right  product,  she'll  love  the 
result  and  be  back  for  more! 


BGP  Cosmetics 

(Division  of  G.  0.  Woodward  and  Co.  Limited). 
225  Putney  Bridge  Road, 
London,  S.W.I  5 
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Mrs  Rose  Glazer, 
Rimmel  managing 
director 


from  desperat/on 
erne 

T  does  the  name  "Rimmel"  conjure  up  to  you — luxuriously  packaged, 
luxuriously  priced  products  with  minority  appeal,  or  minimal  packaging, 
minimal  prices  and  mass  appeal? 

You  would  be  correct  if  you  said  "both",  because  although  Rimmel  as  we  know 
it  today  undoubtedly  fits  into  the  latter  category,  it  is  only  21  years  since  it  came 
"down"  to  this  highly  successful  level  from  an  extremely  precarious  position  at  the 
"top",  where  everything  about  the  range  was  appropriately  prestigious,  except 
turnover.  "No  one  was  buying  it",  admits  managing  director,  Mrs  Rose  Glazer. 
Crisis  point  had  arrived  in  the  form  of  the  Manchester  Beauty  Fair  at  Lewis's  in 
1951.  This  was  the  first  such  event  since  the  war,  which  caused  much  excitement  in 
the  industry  that  Rimmel  found  difficult  to  share;  they  were  fully  aware  that 
they  could  participate  on  nowhere  near  equal  terms  with  the  other  premium  houses 
— so  didn't  even  try. 

Instead,  Mrs  Glazer  in  last  minute  desperation,  hit  on  an  idea  that  laid  the 
foundations  of  the  present  Rimmel — small  packs  ticketed  at  the  famous  1s.  3d.  and 
displayed  on  a  tray.  Within  ten  days,  packs  of  six  basic  products  were  ready — 
lipstick,  liquid  make-up,  powder,  eye  shadow  cream,  eye  shadow  stick  and 
eye  beauty  pencil. 

Supplies  calculated  to  last  the  whole  week  were  taken  to  the  fair  .  .  .  and  were  sold 
in  the  first  day  to  such  incredulity  from  all  including  the  authorities  at  Lewis's 
that  the  takings  were  counted  three  times  before  the  total  figure  was  accepted! 
The  production  line  then  had  to  swing  into  emergency  action  and  was  just 
able  to  keep  pace  with  demand,  the  contingent  in  Manchester  taking  delivery  of  a 
fresh  consignment  every  day  by  passenger  train. 

So  ended  the  first  116  years  of  the  house  of  Rimmel,  whose  illustrious  history 
includes  acclaim  at  the  1851  Great  Exhibition  in  Hyde  Park  and  Royal 
Appointment  of  the  founder,  Eugene  Rimmel,  to  many  of  Europe's  monarchs.  He 
pioneered  eye  cosmetics  and  even  today,  Mrs  Glazer  says,  on  the  Continent 
a  "rimmel"  is  an  accepted  alternative  name  for  a  mascara. 
The  unique  one-price-for-all-products  remained  until  1963,  when  it  was  split 


into  two.  From  there  it  gradually  in- 
creased until  now  everything  is  priced 
individually  —  the  most  expensive  being 
£0  85.  This  means  that  profit  per  unit  is 
not  too  glowing,  says  Mrs  Glazer,  but 
when  multiplied  by  the  40  million  odd 
sold  every  year,  starvation  is  far  from 
imminent. 

Now  of  course  the  hastily  constructed 
tray  at  Manchester  has  developed  into 
the  three-tiered  dispenser  used  by  all 
stockists  of  the  range.  Among  other 
things,  this  is  designed  to  make  assistants' 
lives  easier  by  eliminating  the  need  to 
"sell"  and  becoming  involved  in  time- 
consuming  explanations,  which  Mrs 
Glazer  believes  unjustified  for  low-priced 
products.  "If  a  customer  is  spending  £5 
on  a  pack,  she  is  entitled  to  be  given 
time  to  talk  about  it." 

One  of  the  particularly  unusual  aspects 
of  Rimmel's  dealings  with  the  trade  is 
that  new  products  are  not  preceded  by 
an  introductory  description  from  "reps", 
weeks  in  advance — the  packs  are  delivered 
"blind"  with  notification  of  what  is  inside 
these  mysterious  parcels  arriving  only  a 
day  or  two  beforehand.  This  scheme, 
which  illustrates  the  retailer's  confidence 
in  the  company,  was  devised  by  Mrs 
Glazer's  late  brother  Jack,  who  with  chair- 
man. Robert  Caplin,  also  a  brother, 
formed  the  trio  which  came  to  Rimmel's 
rescue  over  two  decades  ago. 

These  new  products,  which,  including 
shades,  number  some  15  a  year,  appear 
mainly  in  May  and  are  primarily  the  re- 
sponsibility of  Mrs  Glazer  who  describes 
them  paradoxically  as  being  "a  year  old 
before  they  were  born". 

What  she  means  is  that  the  final  list 
is  drawn  up  a  full  year  before  production 
at  the  factory  begins.  This  is  taken  up  by 
perfecting  the  formulation,  packaging 
design,  panel  testing  and  clearance  from 
the  dermatologist  and  other  intervening 
stages.  But  that  year  is  still  not  the  start 
of  it  all.  For  months  before,  Mrs  Glazer 
is  thinking  up  ideas  which  may  be  the 
basis  of  products,  having  examined  the 
colour  and  fabric  forecasts  for  several 
seasons  ahead,  related  them  to  cosmetics 
which  would  complement  and  enhance 
and  then  adapted  them  to  suit  the  most 
likely  type  of  wearer. 

A  notebook  is  permanently  within  reach 
— at  home  and  in  the  office — so  that  when 
inspiration  strikes  it  can  be  recorded 
immediately.  Eventually  the  list  is  pared 
down  to  about  37  and  from  there  the 
final  selection  depends  largely  on  an 
"inspired  guess",  says  Mrs  Glazer. 

Although  Rimmel  would  probably  not 
occupy  a  place  of  such  stature  in  the 
industry  as  it  now  does  without  her  being 
right  most  of  the  time,  one  subject  where 
she  admits  her  judgement  was  way  off 
target  was  direct  selling.  She  never  thought 
it  would  capture  such  a  chunk  of  the 
market  as  it  has :  "I  would  have  thought 
Englishwomen  would  have  objected  to  the 
invasion  of  privacy." 

Nevertheless,  she  does  not  appear 
worried  about  the  effect  on  Rimmel's 
fortunes  so  far — appealing  as  it  does  to 
all  ages  on  its  major  selling  point;  value 
for  money. 


C 
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wella  -  fastest  growing 

brand  nam! 

Here  are  some  c 


SHAMPOO 

A  range  of  new  generation  shampoos  which  are 
superior  both  in  quality  and  presentation  to 
anything  on  the  U.K.  market.  Each  one  is  a 
winner.  In  sachets  and  shatterproof  bottles  with 
Wella's  unique  flip-top  dispenser. 
Now  available  in  new  120  c.c.  bottles. 


CONDITIONER 

Quite  simply,  the  best  conditioner  available 

anywhere  today.  The  powerful,  full  colour 

campaign  will  ensure  ever-growing  sales  of  this 

fast  moving  product. 

Display  it-yciril  sell  it. 

Single  treatment  sachets  and  3-treatment 

bottles. 
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i  hair  cosmetics. 

e  reasons  why. 


iAIR  SETS 

;he  range  of  Hair  Sets  is  now  a  top  seller.  A 
pwerful  new  campaign  backed  up  with  first- 
lass  promotional  material  will  keep  sales 
uoyant.  If  you  don't  stock  this  line  you're  really 
iissing  something. 


COLOR  SET 

Color  Set  sells  fast  wherever  it  is  displayed.  The 
beautiful  new  packaging  sees  to  that.  Color  Set 
will  again  have  powerful  support  — from  both 
magazine  advertising  and  point-of-sale  display. 


mell/\  wella- we  know  about  hair 
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Faberge  luxury  bath  products: 

an  exclusive  selection  available  to  Faberge  stockists. 


A.  Xanadu  Sponge  Ball  Set 

Avery  exciting  display  item. 
R.S.P.  £4.35. 

B.  Xanadu  Luxury  Dusting  Powder 

One  of  our  best  selling  lines,  5oz. 
R.S.P.  £1.55. 

C.  Xanadu  Soap  on  a  Rope 

A  Popular  Gift. 
R.S.P.  £1.35. 


D.  Xanadu  Whipped  Cream 
Bubbling  Milk  Bath 

A  Xanadu  special. 
R.S.P.  £1.95. 

E.  Xanadu  Hand  and  Body  Lotion 

A  big  success  every  time, 8oz. 
R.S.P.  £1.10. 

F.  Kiku  Bubbling  Bath 

Another  successful  product 
in  the  Kiku  range, 400grammes. 
R.S.P.  £1.85. 


G.  Kiku  Hand  and  Body  Lotion 

A  soft  touch  for  any  consumer, 8 oz. 
R.S.P.  85p. 

H.  Kiku  Luxury  Bath  Powder 

The  ever  popular  bath  powder,  5oz. 
R.S.P.  £1.40. 

I.  Kiku  Bath  Oil  with  Ladle 

Potentially  a  big  seller. 
R.S.P.  £3.70. 


Faberge  for  the  love  of  life* 


Supplement  to  Chemist  &  Druggist    September  2,  1972 — 13 


"And  what  a  romp  they  had!  The  bathroom  was  drenched  with  their  splashings. 
Of  such  is  the  kingdom  of  heaven."  Although  perhaps  not  rating  bath-time  on  the 
plane  of  immortality  like  Aldous  Huxley,  there  are  many  who  consider  those 
few  minutes,  or  more,  as  an  indispensible  ritual  in  the  daily  routine.  But  even 
now,  despite  the  ever  growing  number  of  tempting  preparations  available,  the 
requisite  equipment  to  the  majority  of  bathers  in  this  country  is  a  bath,  a  quota 
of  hot  and  cold  water,  a  bar  of  soap  and  a  sponge. 


Contrary  to  the  Continental  to  whom 
a  bath  is  not  worthy  of  the  name  without 
the  addition  of  some  delectable  concoc- 
tion, this,  to  the  average  Britisher,  appears 
to  fall  into  the  category  of  pleasurable 
but  not  vital,  hence  the  upsurge  of  gift 
sales  around  Christmas. 

Even  the  liquid  preparations,  regarded 
by  marketing  experts  as  the  main  growth 
area,  are  used  once  a  day  or  more  by  only 
2  per  cent  of  women,  according  to  latest 
figures  available. 

What  makes  this  statistic  all  the  more 
surprising  is  that  products  under  the  col- 
lective title,  bath  additives,  are  among  the 
most  diverse  in  their  functions  of  all 
those  passing  through  your  hands  .  .  . 
they  can  soften  the  water,  prevent  an  ugly 
ring  forming  around  the  bath,  "ease  aches 
and  pains",  promote  relaxation,  cleanse, 
soften  and  scent  the  skin,  help  to  maintain 
the  temperature  of  the  water  .  .  .  what 
more  can  anyone  ask? 

Of  course,  it  is  highly  unlikely  that  all 
preparations  will  be  able  to  live  up  to  all 
that,  so  here  is  a  round-up  of  the  major 
types  and  the  jobs  they  can  do. 

Foams  and  bubbles 

These  are  generally  made  of  what  are 
known  as  "tensides",  and  as  well  as  engen- 
dering a  general  sense  of  well-being,  that 
pampering  layer  of  foam  also  acts  as  a 
thermostat,  helping  to  keep  the  tempera- 
ture of  the  water  constant. 

Among  those  claiming  to  cleanse  and 
moisturise  the  skin  and  soften  the  water 
and  prevent  the  formation  of  scum  are  all 
Lentheric  and  Morny's  foam  baths, 
Bronnley's  Country  Herb  and  Turtle  Oil 
bubble  baths,  Omarin  foam  bath,  Desert 
Flower  bubble  bath,  US  Herbal  Bath, 
Depth  Charge  and  Ma  Griffe  Mousse 
Douce. 

Among  those  claiming  to  cleanse  the 
skin,  soften  the  water  and  prevent  scum 


are  Bronnley  bubble  baths,  Rosedale 
foaming  pine  bath,  Goya's  foam  baths  in 
Piquant,  No  5,  Gardenia  and  Black  Rose, 
as  well  as  their  Aqua  Manda  and  Meadow- 
song  preparations. 

Among  those  claiming  to  moisturise  the 
skin,  prevent  scum  and  soften  the  water 
are  Xanadu  whipped  cream  bubbling  milk 
bath,  Andre  Philippe's  bubble  baths,  Bath- 
joys  bubble  baths  in  Lavender,  Summer 
Breeze,  Pine  and  Bouquet  and  Aronde's 
bubble  baths,  although  no  definite  state- 
ment is  made  about  the  latter's  effect  on 
scum. 

Among  those  claiming  to  soften  the 
water  and  prevent  scum  are  Kiku  bubble 
bath,  Roger  &  Gallet's  Bain  Tonique, 
Yardley's  Khadine  foam  bath,  which  will 
be  available  from  October  10  and  Per- 
sonality cream  foam  bath,  although  in 
this  case,  no  claim  about  softening  water 
is  made. 

In  most  cases  the  skin  is  cleansed  by 
a  soap  substitute,  such  as  sodium  lauryl 
sulphate  in  the  case  of  Lentheric  and 
Morny,  or  an  active  ionic  agent  like  that  in 
Omarin  foam  bath.  Except  for  Goya,  who 
say  that  there  is  no  need  to  "soak"  for 
any  length  of  time,  as  the  preparations 
will  start  to  work  "as  soon  as  the  body 
is  warm  enough",  most  of  the  other  manu- 
facturers recommend  periods  of  between 
five  and  20  minutes — a  handy  palliative 
to  a  guilty  conscience  about  languishing 
in  the  bath  for  too  long! 

Oils 

Usually  have  a  higher  concentration  of 
fragrance  than  foams  and  will  keep  the 
skin  soft  and  moisturised,  either  by 
trapping  the  natural  moisture  inside,  or 
by  replacing  its  loss.  Some  preparations, 
such  as  Mary  Quant's  yellow  Bird  Bath 
Oil  and  Lenbrook's  New  Dew,  disperse  in 
the  water  and  are  said  to  nourish  and 
cleanse  the  body  and  also  prevent  a  ring 


forming,  while  others,  such  as  Nina  Ricci's 
L'air  du  Temps,  Robe  d'un  Soit,  Aronde's 
oils  and  Goya's  Aqua  Manda  herbal  and 
Meadowsong  natural  bath  oils  (both  con- 
taining almond  oil)  float  on  the  surface,  so 
the  bather  climbs  out  of  the  bath  complete 
with  a  fragrant  film  of  moisturising 
elements. 

Kiku  bath  oil  and  Roger  &  Gallet's 
bath  oils  both  are  said  to  soften  the  water 
and  keep  the  skin  lubricated,  as  does 
Fenjal  cream  bath. 

Crossing  the  borders 

Liquid  Radox.  Norsebad  and  Badedas 
have  the  rare  distinction  of  being  classi- 
fied as  both  oils  and  foaming  bath  pro- 
ducts. All  eliminate  the  need  for  soap, 
soften  the  water  and  help  to  keep  the 
skin  feeling  soft  and  smooth,  Radox  and 
Norsebad,  containing  lanolin  derivatives. 

Herbs 

The  most  impressive  collection  of 
ingredients  to  be  found  in  bath  additives 
is  undoubtedly  herbs,  most  of  them  by 
tradition  believed  to  refresh  and  relax. 

Camomile  of  which  extracts  are  included 
in  Radox,  Norsebad,  Rosedale  Herbal 
Bath  and  Bronnley's  Country  Herb  Foam 
Bath,  is  said  to  be  good  for  peeling,  hyper- 
sensitive and  oily  skins,  while  there  are 
claims  that  tired  skins  can  benefit  from 
Coltsfoot,  also  in  Rosedale  Herbal  Bath. 
Oily  skins  and  those  with  large  pores 
are  recommended  products  containing 
thyme,  such  as  Radox  and  Norsebad,  both 
of  which  also  include  lavender,  "ideal  for 
peeling  skins".  Although  that  may  sound 
like  something  resembling  a  contradiction, 
they  are  all  in  such  minute  quantities  that 
they  are  hardly  likely  to  fight  with  each 
other. 

Of  the  more  unusual  extracts  are  cul- 
tured sea  algae,  essence  of  Peruvian  bark 
and  also  Ginseng  as  found  in  US  Herbal 
Bath.  The  primary  ingredient  of  Badedas 
in  this  respect  is  extract  of  horse-chestnuts, 
chlorophyll  and  of  Omarin,  oil  of  calen- 
dula, which  softens  the  skin. 

Salts 

Aching  joints  and  a  general  sense  of  stiff- 
ness can  gain  relief  from  "tonic  salts", 
such  as  in  Sona,  Radox  and  Fynnon  Spa, 
which  like  Radox  is  also  available  in 
liquid  form  and  contains  minerals  found 
in  spa  waters.  All  should  make  the  water 
soft  and  again  prevent  scum  forming. 
Mineral  salts  are  also  included  in  Goya's 
Meadowsong  tonic  foam  bath  to  help  the 
deep  cleansing  action. 

Youngest  generation 

Although  designed  mainly  for  children, 
Nicholas  Products'  Matey  Liquid  is 
claimed  to  have  a  customer  profile  of 
between  the  ages  2  and  62!  It  cleans  child 
and  bath,  as  does  Sterling  Health's 
recently  launched  Happy  Times,  which 
also  contains  natural  oils  with  camomile 
flower  extract.  The  choice  for  the  youngest 
set  will  be  increased  this  autumn  with  the 
introduction  of  Lentheric's  Rupert  bubble 
bath. 

Cubes 

Are  not  fairing  too  well  in  the  market 
place  these  days,  with  the  usage  dropping 
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annually  to  the  benefit  of  their  liquid 
competitors.  Led  by  Bathjoys  and 
Cussons,  they  are  primarily  a  fragrance 
carrier  and  will  also  act  as  a  water 
softener. 

Shampoos 

These  are  not  a  liquid  form  of  soap  as  one 
might  expect — they  are  mainly  soap  sub- 
stitutes, described  as  being  derived  from 
natural  oils  in  the  case  of  Vivelle  of 
London's  new  body  shampoo  while 
moisturising  through  the  addition  of 
lanolin.  Reckitt  &  Colman's  All  Over 
Softly,  only  sold  in  the  midlands  and 
south,  conditions  the  skin  as  well  as 
cleansing,  by  a  combination  of  "super- 
fatting"  agents. 

What's  new 

Jackel's  Fresh  Mint  Foam  Bath:  Waterfall 
bubble  bath;  Fiona  Sands  Adagio  foam 
bath;  Tweed  Foaming  Bath  Oil,  which 
replaces  Tweed  Bath  Foam  and  leaves 
body  and  bath  clean  and  the  skin  moistu- 
rised as  it  contains  oil  of  avocado;  for 
those  who  prefer  a  stand-up  dousing 
rather  than  sitting  down,  there  is  Rosedale 
Shower  Foam,  with  May  Green  fragrance 
and  lanolin.  This  is  presented  in  an 
aerosol  and  should  be  held  about  two 
inches  away  from  the  body  allowing  the 
foam  to  spread  evenly  all  over. 

From  Ciba-Geigy  comes  Aquasil — a 
foaming  blue  preparation  which  has  the 
unique  plus  of  containing  a  deodorant, 
Irgasan,  said  to  be  as  effective  as  any  of 
the  conventional  deodorant  products.  Initi- 
ally this  is  being  sold  in  the  southern 
television  area  only,  backed  by  advertising 
through  this  medium. 

Other  recent  arrivals  include  non-foam- 
ing Natural  Black  Forest  Pine-Needle  bath 
milk,  with  conifer  oils  and  Neydharting 
Moor  Peat  Bath,  designed  to  relieve 
rheumatic  pains  through  a  15  to  20  minute 
soak. 

Towards  greater  sales 

Although  statistics  show  that  sales  of 
bath  additives  continue  to  rise  steeply 
around  Christmas,  some  manufacturers 
find  that  their  turnover  pattern  remains 
on  a  fairly  even  keel  throughout  the  year. 
What  can  be  done  to  help  this  becoming 
true  for  all? 

Featuring  displays  of  additives  periodi- 
cally throughout  the  year  is  one  way,  par- 
ticularly because  some  companies  are 
giving  advertising  support  for  most  of  the 
time.  For  example  Liquid  Radox  and 
Radox  salts  appear  on  television  through- 
out the  year  and  Badedas  is  advertised 
for  nine  out  of  12  months. 

There  is  also  the  fact  that  additives 
of  varying  kinds  are  included  in  the  popu- 
lar  fragrance  ranges  and  companies,  such 
as  Goya  with  their  Aqua  Manda  orange  9 
garden,  offer  display  material  which  links 
them  all  together.  In  addition,  sachets  can  ; 
be  displayed  at  impulse  purchase  points  0 
such  as  near  the  till   and  at  checkout  ? 
points.  | 

And  don't  forget  that  men  probably  2 
delight  in  the  pleasures  of  a  fragrant  bath  § 
just  as  much  as  women — US  Herbal  Bath  § 
is  aimed  at  both  sexes  and  French  Fern  5 
and  Sandalwood  appears  to  bridge  the  ■= 
difference  successfully. 
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For 
best  results 
just  add 
water 


For  more  profitable  results  -  add  more  Rodox 

Bath  additives  are  big  money.  And  far  and  away  the  biggest  selling 
bath  additives  are  Radox  -  and  Liquid  Radox,  the  fastest  moving 

new  bath  product  to  hit  your  shelves  in  years. 
With  the  backing  of  continual  TV  advertising  and  promotions, 
they  earn  every  inch  of  shelf  space  you  can  give  them. 
So  give  them  even  more  room  to  move. 


NICHOLAS  PRODUCTS  LIMITED  ■  225  BATH  ROAD  ■  SLOUGH  •  BUCKS  ■  SL1  4AU 


A  Nicholas®  Product 
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ELmbROIDERY,  painting,  music, 
sculpture,  gardening,  driving,  cook- 
ing, cleansing,  typing.  .  .  .  All  these 
occupations  and  many  more  besides 
depend  very  largely  on  two  of  the 
most  versatile  parts  of  the  human 
anatomy — the  hands. 


But  apart  from  purely  functional  pur- 
poses, whether  essentially  practical  or 
artistic,  they  are  endowed  with  several 
other  talents — they  can  indicate  health, 
reveal  forgotten  pasts,  the  future  and  even 
traits  of  character.  Recall  the  unfortunate 
individuals  who  have  been  dismissed  as 
almost  subhuman  with  the  condemnation 
of  having  a  limp  handshake! 

Yet  the  repertoire  is  still  far  from 
complete;  the  hands  can  rank  as  one  of 
the  most  beautiful  features  a  woman 
possesses  and  being  rarely  out  of  view, 
will  seldom  pass  unnoticed — or  uncom- 
plimented  if  it  is  deserved.  Although  you 
may  feel  that  acknowledgment  of  this 
fact  has  secured  them  status  in  the  world 
of  beauty,  it  is  still  relatively  insignificant, 
according  to  the  president  of  Mavala,  Mr 
F.  E.  Tinsley,  who  confidently  predicts 
that  within  ten  years,  we  will  all  be  as 
conscious  of  our  hands  as  we  are,  now, 
of  our  eyes. 

The  signs  are  certainly  there.  As  well 
as  nail  polishes  following  closely  the 
shifts  in  fashion,  manufacturers  introduc- 
ing new  shades  and  withdrawing  dated 
ones  ©very  few  months,  the  care  of  nails 
as  opposed  to  just  making  them  up,  has 
grown  in  awareness  enormously  during 
the  past  few  years. 

And  rightly  so.  Soft,  snowy-white  hands, 
fringed  with  strong,  evenly-shaped,  healthy 
nails  cannot  maintain  themselves  in  im- 
maculate condition    without    some  help 
after  all  the  punishment  they  have  to 
suffer.  The  foremost  culprits  in  this  re- 
spect are  of  course  the  much  vaunted 
household  cleaning  products,  whose  dam- 
aging effect  can  be  avoided  with  the  use 
of  protective  gloves. 
^      But  apart  from  the  hands  in  general, 
§  the  nail  tip  in  particular  is  extremely 
"V  vulnerable.  Remember  how  frequently  you 
§  were  aware  of  the  fingertip's  violent  con- 
£  tact  with  a  hard  surface  the  last  time 

you  had  a  cut  there, 
g  The  condition  of  the  nail  plate,  which 
^  is  attached  to  the  bed  by  a  series  of  cor- 
°  responding  grooves  and  ridges  "knitting" 
|  together,  is  determined  partly  by  the  water 
§  content — a  characteristic  shared  by  hair 
8  and  wool. 

|  If  the  level  is  lower  than  the  16  per 
^  cent,  believed  by  some  experts  to  be  the 
i?  ideal,  brittleness  and  splitting  results,  and 
5  if  the  quantity  is  higher  than  30  per  cent. 
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the  nail  becomes  soft  and  opaque.  The 
number  of  dehydrated  nails  in  this  coun- 
try must  be  quite  a  figure  to  be  reckoned 
with,  because  Mr  Tinsley  believes  that 
due  to  our  hard  water  we  rival  the 
Canadians  for  having  the  unhealthiest  in 
the  world.  You  may  also  be  interested  to 
know  that  he  rates  the  best  as  belonging 
to  the  Thais! 

The  cracking  and  flaking,  following 
moisture  loss,  can  be  overcome  in  several 
ways.  A  quick  effect  can  be  achieved  by 
one  of  the  liquid  hardeners,  such  as 
Nailoid,  Wondernail  by  Revlon  or 
Mavala's  Scientifique.  These  are  painted 
on  to  the  dead  nail  tip  only  and  are  left 
for  a  minute  or  two  to  penetrate  and 
seal  the  layers  of  cornea  together,  but  do 
stress  that  contact  with  the  cuticle  and 
skin  should  be  avoided,  as  the  products 
function  indiscriminately. 

Cutex  also  used  to  include  a  hardener 
in  their  range  but  instead  have  introduced 
two  products  which  should  be  applied  to 
the  whole  of  the  nail — Strong  Nail,  which 
reinforces  and  strengthens  by  bonding  to 
the  surface  and  Nail  Body,  which  cements 
flaking  nails,  providing  a  breathing 
"elastic"  coat.  This  comes  in  two  shades 
and  may  be  worn  with  or  without  polish. 

If  even  greater  speed  is  required,  three 
seconds  from  Refix  might  fill  the  bill — 
this  is  a  transparent  adhesive  film,  which 
does  not  show  when  it  is  worn.  And  there 
is  no  need  to  worry  about  it  hermetically 
sealing  the  nail — it  breathes  and  in  fact 
is  "inspired  from  soft  contact  lenses". 

Nail  "therapy" 

!f  ever  there  was  a  perfect  opportunity 
for  companion  line  selling,  nail  "therapy" 
is  it;  however  effective  hardeners  may  be 
in  sorting  out  problems  at  the  tip,  in  the 
long  term  it  is  a  good  idea  also  to  use 
a  cream  preparation  which  is  rubbed  into 
the  cuticle  and  the  area  between  the  nail 
and  the  first  joint,  which  feeds  the  root  or 
matrix  of  the  nail. 

But  where  the  whole  subject  becomes 
somewhat  more  complicated  is  that  many 
of  the  products  in  this  category  also  fulfil 
one  or  several  other  functions,  so  here  is 
a  list  of  some  of  the  preparations  you 
will  be  selling  and  the  jobs  they  are 
claimed  to  do. 

□  Ecrinal  ANP,  recently  arrived  from 
France  through  M  &  R  Norton,  penetrates 
to  the  root  where  it  stimulates  the  pro- 
duction of  the  vital  compounds  needed 
for  growth,  known  as  sulphahydrates;  it 
also  treats  cuticles  and  helps  to  prevent 
splitting. 

□  Proteinail  replaces  the  proteins  lost 
from  the  nail  through  wear  and  tear  and 
doubles  as  a  hand  cream. 

□  Demuth's  Carnate  protects  the  nail 
surface  with  an  abrasive  polish  and  con- 
ditions the  base. 

□  Innoxa's  One  and  All  "strengthens 
nails",  improves  cuticles,  softens  hands 
and  treats  age  discolouration.  In  this 
case,  draw  the  customer's  attention  to  the 
instructions,  which  decree  application 
three  times  a  day  at  three-hourly  inter- 
vals for  the  first  seven  days,  because 
without  this  perseverance,  results  could 
be  disappointing. 

□  Nailoid   cream   stimulates   and  streng- 


thens the  nail,  softens  the  cuticle  and 
removes  stains  as  tenacious  as  nicotine 
and  grass. 

□  Mavaderma  is  protein  enriched  and 
stimulates  the  blood  flow,  so  speeding  up 
growth. 

There  are  probably  quite  a  number  of 
your  customers  whose  nails  need  en- 
couragement in  their  progress,  as  the 
average  growth  is  between  1.2mm  and  a 
depressingly  imperceptible  0.5mm  a  week 
--don't  forget  that  a  too  tightly  fitting 
ring  can  also  impede  the  rate  of  appear- 
ance. 

The  cuticles  also  require  individual 
attention.  They  should  never  be  cut  and 
preferably  not  just  pushed  back,  unless 
pre-softened  with  one  of  the  special 
creams.  When  they  start  spreading  down 
the  nail,  it  is  best  to  use  a  special  remover, 
such  as  the  products  from  Mavala  and 
Cutex,  which  loosen  the  dead  skin  so  it 
can  be  lifted  off  with  an  orange  stick. 
Alternatively,  Cutipen  does  the  entire  job 
itself. 

And  now  to  nail  biting — a  problem 
which  although  by  no  means  physical  in 
origin,  can  receive  help  from  your  shelves 
in  the  form  of  Stop,  Stop  It  and  Stop  'N 
Grow,  whose  latest  formulation  is  omin- 
ously claimed  to  be  one  of  the  most 
bitter  tastes  known  to  man!  These  should 
be  painted  on  the  entire  nail  surface  and 
should  survive  at  least  one  washing  of 
the  hands  and  be  thoroughly  nauseating 
to  the  voracious  wearer. 

The  ho?t  of  creams  and  lotions,  whether 
designed  mainly  for  hands  like  Mitchum's 
preparation  or  as  a  general-purpose  pro- 
duct, give  you  several  methods  of  approach 
when  it  comes  to  selling  a  "lubricator", 
and  there  is  still  scope  in  this  direction. 
Last  year,  according  to  the  IPC  survey, 
80  per  cent  use  a  hand  cream  or  lotion 
but  only  18  per  cent  of  those  use  it  more 
than  once  a  day.  Perhaps  if  encourage- 
ment was  given  to  keep  one  in  the  kit- 
chen, one  in  the  bedroom  and  one  in  the 
bathroom(s),  that  figure  could  increase. 

The   popular   Vaseline   intensive  care 


/  Chesebrough-Ponds 


lotion  is  a  general  purpose  preparation 
which  is  rich  in  moisturising  ingredients 
and  dries  on  contact.  This  latter  advan- 
tage is  also  a  major  selling  point  for 
brand  leader,  Nulon,  which  since  its  re- 
launch in  PVC  bottles  last  October,  has 
double  the  previous  quota  of  lanolin,  but 
with  other  ingredients  to  counteract  the 
greasiness.  That  is  one  of  the  manufac- 
turer's major  problems  —  the  formula 
should  not  be  so  oily  that  stains  are  left 
on  everything  within  reach  for  the  next 
ten  minutes,  yet  must  not  be  so  high  in 
wax  content  that  it  is  brittle  and  won't 
do  its  job. 

Other  general  purpose  products  include 
Christy's  hand  and  body  lanolin.  Care 
hand  cream,  unperfumed  Simple  handcare, 
Vivelle  of  London's  skin  mousse,  Max 
Factor's  new  avocado  and  lemon  moist- 
uriser,  and  big  favourites,  Nivea  and 
Atrixo.  For  severe  dryness,  with  no  more 
than  mild  cracks,  recommend  Fassett  & 
Johnson's  Lotil,  which  makes  the  medical 
claim  of  improving  cracks  and  fissures, 
and  therefore  according  to  the  rules, 
includes  a  list  of  ingredients. 

If  any  of  your  customers  come  into 
the  21  per  cent  who  never  use  a  hand 
cream  or  lotion,  when  they  buy  a  product 
from  a  range  of  fragrances,  you  could 
suggest  they  try  the  appropriate  sister 
product.  Such  fragrances  as  Goya's  Aqua 
Manda,  Elizabeth  Arden's  Blue  Grass, 
Revlon's  Intimate,  Helena  Rubinstein's 
Apple  Blossom  and  Yardley's  Sea  Jade 
come  into  this  category. 

Just  a  final  word,  which  could  ease 
you  over  a  potentially  uncomfortable 
moment — if  a  customer  wonders  or  com- 
plains about  a  nail  cosmetic  product 
doing  any  damage,  you  can  reassure  her 
with  the  fact  that  a  scientific  paper  given 
last  year  stated  unequivocally  that  the 
harm  is  much  less  than  that  caused  by 
biting,  playing  with  nails  and  overactive 
manicuring.  So  discourage  the  zealot  who 
proudly  announces  that  manicuring  is  a 
daily  ritual — the  result  may  be  stunning 
now,  but  trouble  could  follow  later  on. 
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YOU'LL  BE  SELLING  NOW 


For  bath  'n  after 

WEDDEL  Deri  soap 
Selling  peg:  A  highly  effective 
"killer"  of  bacteria  which 
causes  body  odours.  Keeps 
the  skin  soft  through  its  lano- 
lin properties  and  is  mildly 
perfumed. 
Price:  £009i 

MITCHUM  anti-perspirant 
Selling  peg:  Non-irritant  but 
powerful  preparation  made 
possible  by  a  special  patented 
method  of  buffering  aluminium 
salts,  an  ingredient  present  in 
greater  quantity  than  in  other 
products. 

Price:  spray,  cream  and  liquid 
£2-12 


For  skin  care 

MAX  FACTOR  California 
Naturals 

Selling  peg:  Avocado  lemon 
cleansing  facial  and  moisturiser 
are  both  designed  to  serve 
more  than  one  purpose,  through 
the  combination  of  avocado 
oils  and  lemon.  The  cleanser 
smooths  and  refreshes  the  skin 
and  can  also  be  used  as  a  night 
cream,  while  the  moisturiser 
can  be  used  as  an  all-over 
softening  treatment. 
Price:  £0-70 

MARY  QUANT  Soft  Scrub 
Selling  peg:  An  extra  thorough 
cleanser  to  be  used  once  or 
twice  a  week  to  rid  the  skin  of 
every  last  particle  of  dirt.  It 
comes  in  the  form  of  a  thick 
cream,  is  non-drying  and  is 
sold  with  shaving-type  brush. 
Oily  skins  should  be  treated 
twice  a  week  and  dry  skins 
once. 

Price:  £0-96 

WINTHROP  pHisoderm 
Selling  peg:  With  the  same  pH 
value  as  normal  skin  (between 
5  and  6)  it  does  not  disturb  the 
skin's  natural  acid/alkali 
balance,  is  a  more  efficient 
cleanser  than  soap,  contains  no 
perfume  or  colouring  matter 
and  is  hypoallergenic. 
Price:  £0-59 

YARDLEY  Nature  Lipids 
Selling  peg:  A  trio  of  products 
which  regulate  the  moisture  of 
the  skin,  whether  normal,  dry 
or  greasy.  The  lipids  of  the 
preparations   emulate  the  oils 


of  the  same  name  which  are 
produced  in  the  skin. 
Price:  cream  moisturiser  £0-89, 
skin    freshener    £0-81,  cream 
cleanser  £0-89 

PAYOT  Hemera  cleansing  milk 
Selling  peg:  It  firms  and  re- 
vitalises as  well  as  cleanses 
all  types  of  skin  and  contains 
witch  hazel  extracts  to  regular- 
ise the  circulation  of  the 
blood. 

Price:  £1-70,  £2-80 


For  make-up 

COTY  Flowing  lipcolor 
Selling  peg:  Lipstick  and  brush 
in  one  wand  so  lips  can  be 
painted  to  the  exact  shape  de- 
sired. Protein  helps  protect,  add 
and  retain  moisture  and  there 
is  a  choice  of  12  shades. 
Price:  £1:25 

HELENA    RUBINSTEIN  Le 

Lipstick 

Selling    peg:    Six    shades  of 
Moistures    Ices  —  frosted  lip- 
sticks which  contain  emollients 
and  act  as  a  sun  screen. 
Price:  £0-67. 

MARY  QUANT  Sticks 
Selling  peg:  Ten  colours  to  use 
on   eyes,   cheeks    and /or  lips 
-  the    natural    successor  to 
crayons. 
Price:  £0  42 

MARY  QUANT  Jellybabies 
Selling  peg:  Bright,  clean,  sunny 
gel  colours   in   "baby  bottle*' 
packs. 

Price:  skin  colour  £0-65,  cheek 
colour  £0-60,  eye  colour  £0-60, 
mascara  £0-55. 


For  fragrance 

EYLURE  Miss  Windsor 
Selling  peg:  Young  and  fresh 
fragrance,    saying    "All  over 
fragrance"  on  the  packs. 
Price:    spray    Cologne  £0-59, 
splash  Cologne  £1-50 

SCOTT  &  BOWNE  Tosca 
Selling  peg:  A  relaunch  of  the 
4711  fragrance  on  the  theme  of 
"Romantic  Revival",  which  has 
inspired  Frank  Usher  to  include 
a  Tosca  collection  in  their 
autumn  fashion  range. 
Price:  eau  de  Cologne  aerosol 
£1-20,  bottle  £0-90,  £0-55;  eau 
de  parfum  (double  strength  of 
the  Cologne)  £1-80,  £0-85;  per- 
fume £0-55 


HOUBIGANT  Indian  Summer 
Selling  peg:  Optimistically 
timed  launch  for  this  month, 
backed  by  an  advertising  cam- 
paign in  the  consumer  Press 
and  bonus  offers  to  the  trade. 
Price:  eau  de  parfum  £0-45, 
parfum  spray  £1-60,  eau  de 
toilette  spray  mist  £1-20, 
Cologne  spray  £2-20,  Cologne 
£3,  talc  £0-60,  dusting  powder 
£1-75 

NORMAN  HARTNELL 

Forever 

Selling  peg:  As  sophisticated 
and  flirtatious  as  a  modern  love 
affair — with  topnotes  of  jas- 
mine and  rose,  combined  with 
tuberose;  patchouli,  vetivert 
and  sandalwood  to  give  woody 
undertones- 
Price:  handbag  perfume  £0-68; 
perfume  £1-80,  £4-80;  spray 
perfume  £1-42;  eau  de  toilette 
£0-95;  spray  mist  £1-18;  talc 
£0-54 


For  hair 


For  eyes 


OUTDOOR  GIRL  Naturalash 
Selling  peg:  Natural  feathery 
lashes,  ideal  for  learners  to 
experiment  with,  and  to  help 
the  shy  gain  confidence.  They 
are  real  hair  and  are  available 
in  black  or  brown. 
Price:  £0-59 

MAYBELLINE  Just  Lashes 
Selling  peg:  Real  hair  lashes  in 
three  styles,  Teasers,  Flutter- 
byes  and  Flappers  in  black  or 
brown. 
Price:  £0-49 

MAYBELLINE  Frosty  Sticks 
Selling  peg:   Eight  shades  of 
frosted  shadow  with  a  hint  of 
"wet  look"  in  stick  form. 
Price:  £0-20 

MINERS  Criss  Cross  lash  and 
Underlash 

Selling  peg:  Criss  Cross  cross 
over  at  the  base  like  "real" 
lashes,  and  Underlash  are  un- 
even in  length  and  spacing, 
much  shorter  and  sparser  than 
upper  lashes — just  like  the  real 
thing. 

Price:  £0-50 

YARDLEY  Quick  Wink 
Selling  peg:  Mascara  which 
never  smudges,  is  quick  to  dry 
and  comes  with  a  spiral  brush. 
Five  colours:  Blackwink, 
Brownwink,  Greywink,  Blue- 
wink  or  Mauvewink. 
Price:  £0-59 


CLAIROL  Born  Blonde 
Selling  peg:  lightener  and 
colourant  to  be  used  separa- 
tely or  together,  in  which  case 
they  represent  the  first  ever 
double  process  blonding  treat- 
ment of  its  kind  on  the  retail 
market.  The  lightener  will  take 
effect  on  black  hair  and  has 
conditioning  action,  doesn't 
drip,  but  requires  a  strand  test 
to  predetermine  the  develop- 
ment time  necessary. 

The  semi-permanent  colour- 
ant, in  six  shades,  contains  no 
peroxide  and  lasts  for  three  to 
six  weeks  and  should  be  pre- 
ceded by  a  skin  test. 
Price:  lightener  £0-64,  colour- 
ant £0-54. 

GOYA  Aqua  Manda  hairspray 
Selling  peg:  The  same  formula 
as  Goya  perfumed  and  un- 
perfumed  spray  set,  with  the 
addition  of  the  special  frag- 
rance. It  gives  a  light  spray, 
but  brushes  out  instantly. 
Price:  £0-45. 

ROJA  Bell  Blonde  cream  hair 
lightener 

Selling   peg:    A   complete  kit 
which  will  lighten  one  or  many 
shades,  is  gentle  on  the  scalp 
and  kind  to  the  hair. 
Price:  £0-39 


For  men 


WELLA  for  men 
Selling  peg:  Designed  to  attract 
the  man  who  realises  that 
longer  hair  needs  special  care. 
Price:  shampoo  £0-35,  £0-05; 
liquid  haidressing  £0-44;  light 
hairspray  £0-61. 

AQUA  MANDA  for  men 
Selling  peg:  The  sweeter  jas- 
min type  notes  have  been  left 
out  of  the  women's  fragrance 
to  leave  it  tough  and  mascu- 
line, but  sophisticated  at  the 
same  time. 

Price:  after  shave  £0-45;  Col- 
ogne £0-50;  pre-shave  £0-45; 
man  talc  £0-33;  anti-perspirant 
£0-42. 


Coming  soon 

COTY  Lip  Flicks 
Selling    peg:    Mini  container 
with  sponge-tip  applicator  for 
creamy    non-staining  prepara- 
tion in  six  shades. 
Price:  £0-49. 
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This  window  display  can  be  arranged  by 
any  retail  pharmacy  carrying  a  reasonable 
stock  of  the  bath  additive,  Badedas. 

The  background  consists  of  two  bath 
towels  and  face  flannel  and  the  point  of 
sale  display  unit  is  obtainable  from  Cus- 
sons  representatives  on  request.  Of  course, 
there  are  numerous  other  accessories  that 
could  join  the  bath-time  scene  to  enhance 
the  mood  of  the  display  and  lead  to  linked 
sales.  Bath  hats,  sponges,  talc  and  even 
sponge  bags  could  be  added  to  tie  in  with 
the  tubes  which  make  idsal  holiday  com- 
panions. 

But  by  now  it  is  not  just  the  holiday 
trade  that  is  occupying  the  prime  position 
in  the  trade's  mind.  The  Christmas  sell- 
in  is  now  underway  and  a  bath  additive 
display  could  be  a  very  useful  run  up  to 
the  festive  season  as  customers  start  com- 
piling their  gift  lists. 


QUEEN  "on-irritant  COSMETICS 

Order  Direct  From 

QUEEN  COSMETICS  LTD. 
Petersfield 
Lake  View  Road 
Felbridge,  Sussex 

All  orders  dispatched 

within  24  hours       Tel:  COPTHORNE  2635 
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DERi- 

toilet  soap 

J^g    With  two  new  powerful  germicides 
which  destroy  bacteria  responsible 
for  unpleasant  body  odours. 

With  lanolin  to  preserve  natural 
skin  oils. 

<J^7    With  economy  in  use,  hard  in 

consistency  and  producing  a  rich 
pleasant  lather. 

<^    Without  hexachloraphane. 

SOLD  ONLY  THROUGH  PHARMACIES 


UP 


WEDDEL  PHARMACEUTICALS  limited 

SALISBURY  HOUSE  LONDON  WALL  LONDON  EC2M  5XD 
TEL.  01-63B  SQBB 
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Ybur  wish 
has  just 

come  true. 


Three  Wishes  foam  bath. 
The  one  that  sells  itself. 

Unique.  Three  Wishes  is  the  only  luxury 
foam  bath  that  contains  two  separate 
lotions — one  for  a  perfumed  bubble  bath,  the 
other  to  care  for  the  skin. 
Run  Away  Test  Market  Success.  In  its 
Southern  Television  test,  Three  Wishes  has 
by  far  the  biggest  sale  of  any  bath  liquid.* 
Biggest-Ever  TV  Campaign  starts 
nationally  on  25th  September.  Three  Wishes 
will  be  backed  by  twice  as  much  money  as 
has  ever  been  spent  on  a  bath  liquid. 
The  only  thing  left  for  you  to  wish  for  is 
that  you're  ready. 
Three  Wishes. 


♦Independent  Retail  Survey. 

In  three  fragrances: 

Mixed  Wild  Flowers.  Woodland  Herbs. 

Amber  Essences. 


Elicb  Gibbs  Ltd 
The  Brand  Builders 


